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ILLINOIS LIFE BUILDING 


A conception for one of the 
proposed exhibition halls of 
Chicago's Century of Progress 
Exposition as presented by 
Paul Cret, Philadelphia member 
of the world’s fair architectural 
commission. It suggests a mod- 
ern treatment in its simplicity 
and system of “set backs’’. The 
unusual opportunity of having 
both land and water gives play 
to the imagination in the ar- 
rangement of bridges, landings, 
ramps and terraces. » » » 


Builders 


In less than three years Chicago will erect a magic city 
on its beautiful lake front . . . . mighty effort will rear 
a city of grandeur . . . . modern skill is at work... . 
an army of craftsmen will labor that the world may 
thrill in 1933 .. . . guided by the genius which is 
enthusiasm Chicago is preparing for a great event... . 
the second Chicago World's Fair. » » » » » » 


1933, in addition to being the 40th anniversary 
of the first Chicago World’s Fair, will mark the 
40th year of service of the Illinois Life, the first 
legal reserve life insurance company, now active, 
to be chartered by the state of Illinois. A strong, 
progressive company, proud of its growth and 
proud of its city. » » » » » » » 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


Raymond W. Stevens, President 


1212 LAKE SHORE DRIVE 
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Watch City Loans Closely 
For Signs of Difficulties 


NEW YORK, May 15.—Life com- 
pany investment officials are beginning 
to scrutinize their city loans closely, an- 
ticipating some difficulties in this branch 
of investments, if the present economic 
recession is prolonged beyond another 
seasonal interest period and especially 
in case it carries into the next tax levy. 
So far there has been little trouble in 
the city loan department, with few fore- 
closures, and these chiefly on cheaper 
individual dwelling houses. There has 
been an increase, however, in number 
of delayed payments, both on taxes and 
interest, and much greater pressure to 
clear accounts. 


Has Been Anticipated 


That city loans might undergo a pe- 
riod of pressure was anticipated in 1928, 
when the slump started. The 1929 boom 
shot values up, and fears were quieted. 
The stock crash revived these fears, 
however, and much closer attention was 
given the follow-up on city mortgage 
details. Delayed interest payments re- 
sulted, and more recently delayed pay- 
ment of the winter tax levy. Forced 
sales were numerous and mortgagee co- 
operation was necessary in many cases 
to tide over property holders. Now this 
situation is relieved, though it is believed 
that many property owners are stretched 
to their financial limits and are holding 
on in hope of quick improvement. 


Too Soon to Know 


Not enough time has elapsed for the 
full effects of the crash to become ap- 
parent, except where property owners 
were wiped out. These cases were not 
numerous, and forced sales took care of 
mortgagee equities, although owners 
lost everything. The real test was the 
winter tax, and as action has not been 
taken for non-payment, it is not certain 
how many are delinquent. 

It is believed that the full force of 
the crash will not be felt for another six 
months or a year, and by that time the 
majority of owners may have made re- 
adjustments that will save them from 
foreclosures. Another period of hard 
times might wipe out cash equities in 
many homes, and it is probable that a 
temporary deflation of property values 
would result, even in the best sections. 


Practices Vary Widely 


The situation differs in each company, 
depending on investment policy. Some 
take only large city office buildings and 
superior apartment houses. One com- 
pany of this type has had no foreclos- 
ures in five years, and one in 1925 was 
the first in a decade. Other companies 
take such mortgages and also invest 
heavily in individual dwellings. These 
are the first to feel the pinch of un- 
tavorable conditions and especially those 
investing in small value units. The small 
home is the first to go, the larger homes 
next and the heavily financed city struc- 
tures are last. ‘ 


Nothing Like Farm Deflation 


Most loan officers do not fear wide- 
spread trouble, such as was encountered 
in tarm loans in 1920. They feel that 
city properties are still short of demand 
and values cannot go down very far. 
Most of them look for a turn for the 





better by winter and certainly by next 
spring. 

City mortgages now constitute the 
largest single branch of life company 
investments and, should there be only a 
small percentage of foreclosures, the 
sum involved would be large. This year 
opened with nearly $5,000,000,000 city 
loans in force, whereas farm mortgages 
stood well below $2,000,000,000. This re- 
lationship indicates the new position held 
by city loans, for it was only nine years 
ago that there were more farm mort- 
gages in force than city mortgages. In 
that nine-year period holdings of city 
loans by life companies have quadrupled, 
and now they are regarded as the back- 
bone of investment income. The coming 
months and years will doubtless give 
them the greatest test they have had 
and will be followed with interest, as 30 
percent of all life insurance funds are 
invested in this single field. 


Association of Life 
Counsel Now in Session 





The semi-annual meeting of the As- 
sociation of Life Insurance Counsel, of 
which George B. Young is president, is 
in session in Asheville, N. C., this week, 
with business sessions Thursday after- 
noon and Friday morning and entertain- 
ment filling the remainder of the two 
days. Several papers are on the pro- 
gram, the business part of which is as 
follows: 

“Municipal Bonds—Some Features of 
Concern to a Life Insurance Counsel,” 
Harry H. Bottome, general counsel 
New York Life. 


Discussion of Perpetuities 


“Does the Rule Against Perpetuities 
and Do Statutes Modifying That Rule 
Affect Life Insurance Policies and Their 
Proceeds?” Louis Danzinger, associate 
counsel Massachusetts Mutual. 

“Sound Health—Lay Versus Medical 
Evidence,” Joseph O'Meara, Jr., asso- 
ciate counsel Western & Southern. 

“Life Insurance Law of Minnesota,” 
W. E. Rumble, counsel, and E. A. Rob- 
erts, assistant counsel, Minnesota Mu- 
tual. 

“Designation of a Trustee As Bene- 
ficiary,”’ Francis J. Wright, counsel Mid- 
land Mutual. 


Matter of Surrender 


“When Is a Policy of Life Insurance 
Actually Surrendered,” Irving T. Ring, 
attorney State Mutual. 

One of the members of the association 
is now resident in Asheville, John Izard, 
and he is entertainment chairman. A 
sports and entertainment program was 
assanged for Thursday morning and Fri- 
day afternoon, including a golf match 
on the latter occasion, and culminating 
in a dinner-dance at the Biltmore Forest 
country club Friday evening. 


Crain With Union National 


Hall S. Crain has resigned as agency 
director of the American Standard Life 
and has taken a similar position with 
the Union National of Florida. 








Mortality Sets 
New Low Record 
In First Quarter 








NEW YORK, May 15.—Record low 
mortality is continuing into the year, 
the Metropolitan Life reports for March 
on its 19,000,000 industrial policyholders 
showing the lowest recorded death rate 
for both March and the first quarter. 
In March the death rate was 9.4, the 
previous low record for that month be- 
ing last year, the first month after the 
heavy “flu” epidemic. For the quarter 
the death rate was 9.49, better than in 
any previous first quarter and compar- 
ing with 11.5 last year in the same 
period. Improvement has been particu- 
larly notable in tuberculosis, the first 
quarter’s record warranting a prediction 
by the company that this year, despite 
the balance of the year, will have a total 
below any previous year. One especially 
encouraging item is a slight improve- 
ment in cancer mortality, though sui- 
cides, homicides and accidents, especially 
automobile accidents, have continued the 
upward trend. 


Dort Drafts Bill to Cover 
Radio and Mail Soliciting 


LINCOLN, NEB., May 15.—Because 
of lack of funds to finance litigation 
that would not end this side of the 
United States Supreme Court, Commis- 
sioner Dort says that he will not bring 
the test case contemplated to determine 
the right of insurance companies to 
solicit business by radio or mail. He 
says that this unlicensed sale of insur- 
ance constitutes one of the major prob- 
lems of the department, but that the 
lack of a definite statute on the sub- 
ject practically ties his hands. Where 
a company uses a broadcasting station 
outside the state and confines itself to 
sales talk without actually sending sales- 
men into the state, he cannot reach its 
activities. Mr. Dort is drafting a bill 
he will submit to the National Conven- 
tion of Insurance Commissioners for in- 
dorsement and action in the various 
states, and will also recommend it to the 
next session of the Nebraska legislature. 








Life Insurance Enjoying 


Record Year Thus Far 


NEW YORK, May 15.—While 
other branches of business have 
been floundering about in difficul- 
ties since the first of the year, life 
insurance has been enjoying the 
greatest quarter in its history from 
every standpoint. New business 
has come into the home offices in 
increasing volume, making a new 
record for the year thus far and, 
from the other angle, mortality 
has been reduced to a new record 
low mark, Thus, record high in- 
come combines with record low 
mortality to make it a prosperous 
year for the business thus far. 

















Life Business 
Continues Gain 





Life Presidents’ Association Re- 
ports Increase of 6.4 Percent 
Made in April 





NOT UP TO MARCH FIGURES 





Rapid Pace Set in Production Compared 
With Last Year—Group Forges 
Ahead 


NEW YORK, May 15.—Life insur- 
ance production in April continued the 
rapid pace set thus far this year, result- 
ing in a gain of 6.4 percent for all classes 
and 5.8 percent for ordinary, over the 
previous April. In ordinary, it was a 
second record month in succession, be- 
ing the greatest April total on record 
and within $2,000,000 of the second 
greatest month of all time. Ordinary 
production for the first four months 
stands at 6.7 percent ahead of last year. 
Group also enjoyed a big month, show- 
ing an increase of 57 percent over last 
April and being the largest month thus 
far this year and greater than any month 
of 1929, except July and December, In- 
dustrial business fell off again, the cumu- 
lative decline for the year thus far being 
8.9 percent, 

Well Above Last Year 

Ordinary business in April was $839,- 


531,000, compared with $793,796,000 last 
April and $884,535,000 in March of this 


year, when a new record for all time 
was set. Ordinary business for the four 
months was $3,167,656,000, compared 


with $2,967,000,000 last year and $2,727,- 
000,000 in 1928, a gain of more than 15 
percent over the 1928 figure. 

Industrial in April was $241,129,000 
compared with $256,279,000 last April. 
Industrial for the year was $936,384,000, 
compared with $1,027,879,000 last year. 
Group for April was $113,514,000, com- 
pared with $72,238,000 last April. The 
four months total for group was $310,- 
991,000, compared with $294,295,000 last 
year. 

The total of all classes for April was 
$1,194,174,000, compared with $1,112,- 
303,000 last year. The total for the year 
to date was $4,415,031,000, compared 
with $4,289,170,000 last year and $3,977,- 
529,000 in 1928, a gain of 3 percent over 
the 1929 figure and 11 percent over the 
1928 figure. These figures are from the 
monthly compilation of the Life Presi- 
dents Association, published this week. 


Disallows Deduction of Reserve 


Reserves for dividends left to accumu- 
late with a life insurance company and 
to maintain premiums paid in advance, 
are not funds required by law and there- 
fore are not deductible in computing 
the federal income tax, the federal board 
of tax appeals holds in the case of the 
Midland Mutual Life of Columbus, O. 
Federal law permits life companies to 
deduct 4 percent of the mean of re- 
serve funds required by law and held 
at the beginning and end of taxable 
year. 
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Actuarial Society Meets 
in New York This Week 





INTERESTING PAPERS READ 





Bowerman, Bjorn, Henderson and Jen- 
kins Discuss Technical Points In- 
volved in Life Underwriting 





The annual meeting of the Actuarial 
Society of Ameriea is being held this 
week in New York ‘City. Y 

“Constant Extra Occupational Pre- 
miums” was discussed by Walter G. 
Bowerman, New York Life. There are 
a number of methods of assessing extra 
mortality against policyholders, he said. 
In occupations where accidents are ex- 
pected to be the chief hazard, a number 
of companies charge extra premiums 
which are constant at all ages and most 
plans of insurance. The very low mor- 
tality of recent years indicates a possible 
reduction in the scale of such extra pre- 
miums although a preliminary inquiry 
reveals a wide range of opinion on the 
matter. . 

It is satisfactory to assume, said Mr. 
Bowerman, that occupations involving ac- 
cident chiefly will show a constant extra 
mortality. Substandard insurance as well 
as standard insurance aims to form 
broad averages to cover individual cases, 
and yet not too broad to give substan- 
ial equity. 
‘ “An Extension of the Methods of 
Graduation by Interpolation” was 
treated by W. A. Jenkins of Chicago, 
and the “Joint Life Annuity Values by 
the Combined Annuity Mortality Table” 
was discussed by R. Henderson. 

Bjorn Analyzes Group 

W. Bjorn, in discussing “Distribution 
of Surplus Under Group Life Contracts, 
said combined figures of group compa- 
nes licensed in Connecticut indicate that 
group is not now on a self-supporting 
basis. In spite of tremendous increase 
in volume in the last five years, accom- 
panied by steadily decreasing operating 
costs, combined loss in surplus of over 
$1,000,000 has resulted. This condi- 
tion appears to have been largely caused 
by the method of determining dividends 
of rate reductions. There is also the 
possibility that the basic “T” rates may 
be insufficient in certain cases, he says. 

A recent expense analysis of group 
business of the Connecticut General 
shows that costs of handling vary by 
average amount of insurance per certifi- 
cate as well as by number of lives. Ac- 
cording to this study, basic “T” rates 
are inadequate for a large percentage of 
the groups in force. This situation ap- 
plies particularly to smaller groups. _ 

Another problem of small groups is 
amount of rate credits or dividends they 
should receive when experience has been 
favorable but when exposure has not 
been sufficient for rating on individual 
experience of group. This has been con- 
sidered in the rate reduction formula 
developed in his paper, which recognizes, 
among other factors, that expenses vary 
by size of group and that deficit caused 
by part of the business written at in- 
adequate rates must be provided for by 
other policyholders in order to insure 
financial stability of group business as 
a whole. / 

Allowance has been made to minimize 
or practically eliminate wide fluctuations 
in reductions during the earlier policy 
years. Insofar as present conditions 
permit, the distribution of surplus by 
the formula may be said to be equitable 
and practical, Mr. Bjorn says. 


Proves Popular Policy 

The new home protection policy inau- 
gurated by the Continental American 
Life has proved very popular. It was 
distinctly new and possessed real merit. 
Since then some other companies have 
gotten out similar contracts. The latest 
to follow suit are the National Defense 
Life and Our Home Life, both of 
Washington, D. C. 
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OVERINSURANCE TEST IS OUTLINED 





By JOHN M. LAIRD 





Vice-President Connecticut General 


The modern salesman, realizing that 
most policyholders are underinsured, 
points out new uses for insurance and 
builds up a complete program of pro- 
tection based on his client’s needs. The 
executive in charge of selection is also 
interested in the prospect’s needs but 
must appraise the risk according to the 
applicant’s resources—that is, his finan- 
cial ability to meet his obligations. 

The limit of insurance should be de- 
termined not by the size of his indebted- 
ness, the number of his dependents and 
their capacity to spend money, but by 
his actual and potential financial value. 


Two-Fold Danger 


The danger of overinsurance is two- 
fold. First, if the applicant has simply 
been oversold by an enthusiastic agent, 
he tires of paying premiums which con- 
stitute too large a proportion of his in- 
come and he becomes a dissatisfied client. 
Second, the desire for an excessive 
amount of insurance may indicate that 
the applicant realizes that he is slipping 
and that in his case there is more than 
the usual possibility of early death. 

In order to measure overinsurance, the 
company should have: 1. The total in- 
surance in force and applied for. How 
much of this is personal and how much 
business. If business, what is the pur- 
pose? 2. The finances. a, earned income; 
is it increasing or decreasing? b. In- 
vestment income; c, net worth; was it 
inherited? Is it increasing or decreas- 
ing? Has it been built up gradually or 
suddenly? How much of it is invested 
in his business?’ How much is tied up 
in unproductive property? 


Suggests Measuring Rod 


In fully 95 percent of the applications, 
there is no problem of overinsurance. In 
the other 5 percent, a measuring rod is 
needed. An exceptional case involving 


unusual circumstances may call for a 
more extensive analysis but the follow- 
ing is suggested as a general guide in 
determining the aggregate insurance for 
all purposes: 

1. Personal insurance—multiply his 
earned income (including investment in- 
come in excess of 5 percent) by the fol- 
lowing factor according to age at issue: 
Age 20, factor 13; age 25, factor 12; age 
30, factor 12; age 35, factor 11; age 40, 
factor 10; age 45, factor 9; age 50, factor 
8; age 55, factor 7; age 60, factor 6; 
age 65, factor 5. 

2. Insurance for inheritance taxes and 
other “estate” items—multiply one year’s 
income from the estate by the following 
factor according to the value of his net 
estate (excluding income in excess of 
5 percent): Net estate up to $1,000,000, 
factor 2; 1,000,001 to $3,000,000, factor 3; 
$3,000,001 to $5,000,000, factor 4; over 
$5,000,000, factor 5. 

3. Business insurance—if he is the 
“key-man,” take five times his annual 
compensation including salary and with 
a reasonable allowance for the value of 
his stock interest, particularly if this 
stock has been given him in lieu of sal- 
ary. 

4. Business insurance for survivorship 
control—make a reasonable valuation of 
his share of the business, 

The underwriter rejoices in the de- 
velopment of the insurance business 
through better salesmanship and greater 
public appreciation. He looks forward 
confidently to a further increase in the 
average size of policies. At the same 
time, he realizes that some relationship 
should be maintained between the maxi- 
mum insurance and the man’s finances. 
A proper solution of this problem re- 
quires not only standards of measure- 
ment but the cooperation of salesmen, 
field examiners and other companies. 








Minneapolis Congress 
Program Is Announced 





MINNEAPOLIS, May 15.—Life un- 
derwriters from the entire northwest 
are expected to attend the two-day sales 
congress of the Minneapolis Associa- 
tion of Life Underwriters here May 
19-20. 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, will give the opening talk on 
“Personal Impressions of Some Success- 
ful Underwriters.” Albert E. N. Gray, 
supervisor ordinary department of the 
Prudential, will follow, and Leon Gil- 
bert Simon of the Equitable Life of 
New York in New York City, speaking 
on “The Modern Underwriter,” will 
conclude the morning session. 

In the afternoon Harold Cummings, 
superintendent of the agency depart- 
ment, Minnesota Mutual, will talk, fol- 
lowed by Harvey Weeks of the Han- 
over Trust Company of New York, on 
“For Instance.” Father Cullen of St. 
Stephen’s Catholic Church, Minneapolis, 
will conclude the first day’s meeting. 

The second day’s program includes 
talks and discussions by Robert Olson, 
Northwestern Mutual, Minneap olis; 
Fred Lundberg, Minneapolis; Professor 
Longstaff of the University of Minne- 
sota; Dr. Henry W. Cook, medical di- 
rector of the Northwestern National, 
and John Morrell of the Equitable Life, 
Chicago. 


Life-Trust Pioneer Changes 

Anthony G. Rutgers has joined the 
Chatham-Phenix National Bank & Trust 
Company of New York to specialize in 
life insurance trust development, a field 
in which he is one of the pioneers. He 
formerly was with the Union Trust 
Company of Detroit, and more recently 
with the Title Insurance & Trust Com- 
pany of Los Angeles. 








New York State Group to 
Hold Congress This Week 





Over 1,000 life insurance men will at- 
tend the one-day sales congress of the 
New York State Association of Life Un- 
derwriters in Binghamton, N. Y., this 
week, 

The meeting will be called to order 
by P. J. Quilter, president, Binghamton 
Life Underwriters. An introduction will 
be given Sidney Wertimer, president 
New York State Life Underwriters. 
Harvey D. Hinman, general counsel, 
Security Mutual Life, will welcome the 
visitors. 

The “Art of Canvassing” will be dis- 
cussed by Oliver Thurman, vice-presi- 
dent, Mutual Benefit Life. Other 
speakers will be “Modes of Settlement,” 
Forrest L. Morton, tax expert New 
York Life; “Section 55a”, Julian S. My- 
rick, New York City manager Mutual 
Life of New York, former National and 
state association president; Commission- 
er Albert Conway; “Guts,” Jay L. Lee, 
general agent, Phoenix Mutual Life, 
Buffalo, and football director, Univer- 
sity of Buffalo; and “Insurance Trusts,” 
C. Allison Scully, vice-president, Bank 
of Manhattan. 

An “Open Forum” will be conducted 
by J. Elton Bragg, director New York 
University School of Life Insurance, and 
his faculty associates. 


Toombs Gets Three Years More 


Roy C. Toombs, former president of 
the International Life, has been sen- 
tenced to an additional three years in 
the Missouri state penitentiary on the 
charge of having issued 3,000 shares of 
International Life stock in excess of the 
legal limitation for the corporation. 





The Sun Life of Canada has been li- 
censed in North Dakota. For the pres- 
ent North Dakota will be under the 
care ef the St. Paul office. 





Loyalty on Both Sides Is 
Sentinel Life Meeting Note 





POLICIES ARE ANNOUNCED 





President Adams Indicates Company’s 
Cooperation in Supplying Effective 
Tools—Agents Pledge Support 





From the viewpoint of an agency 
force renewing its faith in a company 
under new management, the Sentinel 
Life’s convention at Kansas City was 
thoroughly successful. Response of 
agents to the announcement of Presi- 
dent L. L. Adams that the Sentinel 
would carry on and succeed, even in the 
face of the criticism which greets a 
small new company during its first 
years, indicated that the company 
possesses a loyal field force. As evi- 
dence of the company’s cooperation, 
President Adams announced the new 
“challenger policy,” a preferred risk 
contract to be written in multiples of 
$5,000. It carries a rate at age 35 for 
Class A risks of $99.55 per $5,000. The 
old “ordinary” policy will be withdrawn. 

The company, although nonpartici- 
pating, in special cases will issue a paid- 
up participating option which may be 
attached to any old policy or to new 
— so they will participate annu- 
ally. 

- Trimble Drops a Hint 


In his address Chairman E. G. Trim- 


ble spoke of another policy planned, a | 


single premium contract to be issued 
for $10,000 or more. The policyholders 
will pay 5 percent on the face until paid 
for. It is expected to appeal to cor- 
porations buying insurance for officers. 
This policy is to be allowed agents at 
the rate of only one apiece every month. 
Mr. Trimble said that the Sentinel 
had not for a moment ever considered 
going out of business. He said that 
within ten years, with the intelligence 
of President Adams and the caution of 
E. E. Smith, treasurer and investor, the 
Sentinel will do what it took the En- 
ployers Reinsurance 15 years to do. 


Speakers at Convention 


F. C. Harvey, executive vice-presi- 
dent, presided. F. S. Peck, California 
agent, president Minute Men’s Club, 
voiced the key-note of support of the 
officers. Walter Cluff, educational di- 
rector, Kansas City Life, spoke on “It’s 
So Easy to Overlook the Little Things.” 

President Adams announced that the 
company is offering group insurance to 
employes, who may take $2,000 non- 
medical at $1.25 per month per $1,000 
for older employes, and 65 cents a 
month per $1,000 for employes with the 
Sentinel less than a year. W. E. Bil- 
heimer, consulting sales manager, Sen- 
tinel, gave his famous “Championship 
Stuff” address. A banquet was given 
the first night, and a dinner party Fri- 
day night, at which F. C. Harvey was 
toastmaster. 


7Etna Life Organization Pays 
Billion to Policyholders 


The Aetna Life and affiliated com- 
panies state that on March 31 there had 
been paid to Aetna policyholders in all 
lines $1,019,904,000. Of this the Aetna 
Life has paid to its policyholders in 80 
years $829,497,000, of which $626,316,000 
was paid by the life department and 
$203,181,000 by the accident and liability 
department; the Aetna Casualty & Sur- 
ety $71,868,000, the Automobile $111,- 
034,000 and the Standard Fire $7,505,000. 

The Aetna Life group is the first 
multiple line organization to reach the 
billion dollar mark in payments to 
policyholders, 








“Your Opportunity to Earn More,” 2 
free booklet for A. H. men, Write 
The National Underwriter. 
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Record 87 Percent Score 


in Contest During April 





CENTRAL DEPARTMENT LEADS 





Mid-Western Agencies of Equitable of 
New York Qualify 2,567 Agents 
in Campaign 





Che central department of the Equit- 
able Life of New York hung up a 
double recerd in April during a cam- 
paign within a campaign. Of all the 
men under contract in the department, 
87 percent, or 2,567, scored with at least 
one application in the month. Managers 
consider their agencies are doing fairly 
well if 50 percent of all men under con- 
tract submit some business every month. 

Eight agencies scored 100 percent, 
those of H. L. Rogers, Indianapolis; 
L. A. Minre, Cleveland; M. C. Nelson, 
Des Moines, and Homer Jamison, Okla- 
homa City, and the Chicago agencies 
of H. F. Berls, P. B. Hobbs, 
Haviland and K. M. Sacks. The entire 
field force of the Equitable throughout 
the United States was campaigning in 
April in honor of Secretary William 
Alexander. 


Contest for Perfect Score 


The central department under William 
Rothaermel, superintendent of agencies, 
made it the occasion for a contest aimed 
toward 100 percent scoring ofall agents. 
There were many prizes consisting of 
honorable mention and certificates under 
various classifications, and also the de- 
partment was split in two teams, the 
eastern and western, who contested for 
acup. The eastern team under Agency 
Manager Hobbs won. 

The central department in the first 
four months this year submitted 10,506 
applications for $42,448,725 of business. 
With this figure it takes place as the 
largest department in the Equitable or- 
ganization, being some $20,000,000 ahead 
of its allotment for the period. It has 
made the largest percentage of gain 
over its allotment and secured approxi- 
mately 40 percent of all the Equitable’s 
business in the four months, 

Seventy-three unit managers and their 
agents scored 100 percent in the April 
campaign, as every man under contract 
wrote some business. 





American Central Lets 
Contract for Home Office 





The American Central Life has 
awarded the contract for the construc- 
tion of its new home office building at 
Indianapolis. The structure will be lo- 
cated on Fall Creek boulevard with 
grounds extending to Meridian, Illinois, 
and 26th streets. It will be viewed di- 
rectly from the heavy streams of traffic 
on Meridian and Illinois streets and the 
boulevard traffic on both sides of Fall 
Creek. 

The main building, to be begun at 
once facing Fall Creek boulevard, will 
be 307 feet long by 59 feet in width, 
the east end paralleling Meridian street 
for a distance of 65 feet. It will be 
three stories high on the boulevard front 
and four stories high on the 26th street 
side, of fireproof steel and reinforced 
concrete construction. Cost of the 
structure will be approximately $500,000. 


Home Life’s St. Louis Lineup 
Ray Martin, for 12 years general agent 
for the Home Life of New York in 
Peoria, Ill, has now assumed his new 
duties as manager of the new St. Louis 
branch office. When the St. Louis 
branch was established the Alton, IIL, 
and Peoria collections were transferred 
to St. Louis, where larger quarters and 

improved facilities were provided. 
Stafford Orwig has been promoted to 
head the Peoria unit while John A. 


Grossheim retains direction of the Alton 
office. 





Discussions to Feature 
American Institute Confab 





ONLY TWO PAPERS ASSIGNED 
Actuaries to Meet in Chicago May 27-28 
—Lower Rate Plans to Be Con- 
sidered 





The American Institute of Actuaries 
will hold its spring meeting in Chicago 
May 27-28. 

A considerable portion of the meeting 
will be devoted to an informal discus- 
sion. The only papers will be: 

“The Gain and Loss Exhibit” by J. 
Charles Rietz, Midland Mutual Life, and 
“Notes on the Computation of Joint Life 
Annuities by the Single Life Method 
When Makeham’s Law Holds” by W. 
R. Jones, Northwestern Life. 

Informal discussion topics are: 


Lower Rate Plans 


What are the advantages and disad- 
vantages of plans of insurance which 
offer a lower rate in the early years such 
as term insurance continuing to ad- 
vanced ages and recent modifications of 
ordinary life insurance? 

Annuities 

(1) Should McClintock’s tables be 
abandoned and superseded by some other 
table as a basis for the valuation of an- 
nuities? If so, what table and rate of 
interest should be adopted? How should 
the net premiums on the new table be 
loaded? 

(2) Upon what grounds is a higher 
interest assumption for single premium 
life annuities than for life insurance 
contracts justified? 

(3) Is any company issuing partici- 
pating single premium life annuities? 
If not, is it feasible and practicable? 


Double Indemnity 
Should we anticipate an increased rate 


of loss on double indemnity on ac- 
count of: 
(a) Increasing average attained age 


of policyholders who have this benefit. 

(b) Increased use of automobiles, and 

(c) Possibility of the courts swbsti- 
tuting a different contract for the one 
written by the company? 

Special Policies 

(1) Should companies issue special 
contracts calling for a minimum policy 
of $5,000 or $10,000? 

(2) If so, what steps should be taken 
to avoid discrimination? 





Loomis Enters “Ad” Field 


Frank F. Loomis, insurance editor of 
the Chicago “Evening American,” has 
been named director of insurance adver- 
tising for the Rodney E. Boone organi- 
zation. He will continue to prepare 
constructive and educational articles on 
insurance which will appear weekly in 
10 daily and six Sunday Hearst publi- 
cations throughout the United States. 

Mr. Loomis has been on the staff of 
the Chicago “American” for nearly four 
years and was a writer for the Chicago 
“Evening Post” for more than eight 
years. Before that he was northwestern 
manager of the Home Life of New 
York for 14 years. His headquarters 
will continue to be in the Hearst build- 
ing, Chicago. 


Pacific Mutual Promotions 


W. H. Davis, 3rd vice-president and 
general counsel for the Pacific Mutual, 
has been named 2nd vice-president to 
fill the vacancy created by the death of 
Danford M. Baker. To succeed Mr. 
Baker as a member of the board, John 
B. Miller, Jr., son of Director John B. 
Miller, was elected. Mr. Miller is in 
the general insurance business. 

The board of directors also promoted 
Douglas E. C. Moore, junior vice-presi- 
dent and assistant counsel, to agency 
vice-president. Frank J. Steinebrey, as- 
sistant treasurer and supervisor of 
agency accounts, has been given the ad- 
ditional title of junior vice-president, 
This is in recognition of his 26 years of 
service, 








Prairie State Head 














MeFALL 


A. A. 


Walter T. Shepard, vice-president of 
the Lincoln National Life, announces 
the appointment of A. A. McFall as 
superintendent of agencies in charge of 
the prairie states division, which in- 
cludes South Dakota, Kansas, Nebras- 
ka, Oklahoma, Colorado, Iowa, Illinois, 
Missouri, Arkansas and Louisiana. With 
this appointment the company plans an 
ambitious promotional program in that 
territory. 

Mr. McFall has had 10 years’ experi- 
ence in home office and field work, hav- 
ing been for the last two years assistant 
to the president and agency manager 
of the National Reserve Life of Topeka 
and before that assistant secretary of 
the Sentinel Life of Kansas City. He 
has been a personal producer, has helped 
in general agency building and manage- 
ment. He is an expert in group as well 
as in ordinary life. 


ECKER IN OMAHA; THINKS 
BUSINESS IS ON UPGRADE 





Business conditions will improve and 
prosperity will return before the end of 
the year, Frederic H. Ecker, president 
of the Metropolitan Life, declared while 
on a visit to the agency last week. 

He compared 1930 to 1929. Last year, 
he said, business was almost at the peak 
at the beginning of the year, but was in 
a slump at the close. This year, he as- 
serted, began under unfavorable condi- 
tions, but has shown great improvement. 
He believes business will approach nor- 
mal by autumn. 

In the party with Mr. Ecker were 
Francis O. Ayres, first vice-president; 
Ernest H. Wilkes and A. F. C. Fiske, 
second vice-presidents; James E. 
Smithies, agency superintendent, and 
Henry W. McClintock, editor of the 
company’s publications. 

-_-__r™ 
Western Reserve Life 


The agency convention of the West- 
ern Reserve Life of San Angelo, Tex., 
will be held June 16-17. A. F. Ashford, 
vice-president and agency manager, will 
be in charge. Mr. Ashford says some 
100 new agents have been put in the 
field by the company since the first of 
the year. 


Names New Arkansas Manager 


Fred Poe has been appointed man- 
ager for Arkansas by the Fidelity Mu- 
tual Life. R. C. Bright, who has been 
connected with the Little Rock office for 
37 years, had asked to be released of the 
responsibilities of agency management 
but will continue as associate manager. 





New York Association in 
Last Meeting of Season 





ATTENDANCE IS NEAR 2,000 





Leon Gilbert Simon Slated for President 
in Official List of Nominations— 
Election in June 





About 2,000 persons attended the last 
dinner meeting of the season of the New 
York Association of Life Underwriters 
Tuesday night. It was “ladies night,” 
and speaking and entertainment were di- 
rected to these guests. 

Speakers, in addition to President 
John C. McNamara, were Peter M. Fraser, 
who leaves next month to assume the 
vice-presidency of the Connecticut Mu- 
tual, and James V. Barry, vice-presi- 
dent Metropolitan. Dwight Morrow, 
ambassador to Mexico, was unable to be 
present as scheduled. 


Nominations Presented 


Nominations for the coming year 
were presented by Gustav C. Wuerth, 
the slate to go before the June meet- 
ing for approval. Those named were: 
President, Leon Gilbert Simon, Equit- 
able of New York; first vice-president, 
Arthur P. Woodward, Connecticut Gen- 
eral; second vice-president, Mervin L. 
Lane, Home Life of New York; third 
vice-president, Walter E. Barton, Union 
Central; secretary-treasurer, Clancy D. 
Connell, Provident Mutual; and execu- 
tive chairman, Edward J. Sisley, Trav- 
elers, 

It was also recommended that the 
executive committee be increased from 
15 elective members, in addition to the of- 
ficers, to 19, to permit wider company 
representation. 





Life Underwriters Face 
Trained Insurance Buyers 





“The Model Life Underwriter” was 
picturized by Pearce H. Young of the 
Life Insurance Sales Research Bureau 
before a meeting of the St. Louis 
agency of the Continental Life of Mis- 
souri. “We are dealing tcday, more 
than ever before,” he said, “with the 
trained buyer of life insurance—and 
what I mean by that is that more peo- 
ple today appreciate the value of life 
insurance than ever before—it is of ne- 
cessity that we also improve our own 
knowledge of the business. So the 1930 
underwriter must be a three-I-ed indi- 
vidual. He must have intelligence, ini- 
tiative and industry. 

“He should have a practical working 
knowledge of the principles and func- 
tions of the business. People today are 
not interested in life insurance as such, 
but they are interested in what life in- 
surance is and what it will do to help 
them complete their life plans. 

“The life insurance salesman today, if 
he expects to keep abreast of the times 
and beat the salesman of another com- 
pany on an equal basis, in dealing with 
the trained buyer, must of necessity 
spend a certain amount of time study- 
ing the business, not as a hit-or-miss 
proposition, but as a daily job. Sub- 
scribe to one or two trade papers so 
that you will know what everybody else 
is doing. If you only get one little idea, 
resulting in a $5,000 sale, your commis- 
sion will be many times the subscription 
price.” 


Stock Dividend for West Coast 


A stock dividend of 50 percent was 
declared by directors of the West Coast 
Life of SanFrancisco Tuesday. This 
will increase the capital to $750,000. 
Early this year the company paid stock- 
hloders a 4% percent extra dividend in 
cash and it is now paying approximately 
18 percent on the par value annually. 
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Help the Healthy 


More children between five and fifteen are killed 
by accidents than by diphtheria, scarlet fever, 
typhoid, appendicitis and measles — combined 









ANY of the boys and girls who are 
killed by accidents are daring, adven- 
turous, fun-loving, bubbling over with high 
spirits, ready to take chances, heedless of 


danger. 


If children are not provided 


with proper 


playgrounds they will play in the streets— 
where most accidents happen. If they haven’t 


been taught watchfulness on 


streets and 


highways, they are in danger every time they 


leave the house. 


Twenty thousand children under 15 were 
killed last year by accidents—nearly 30 per 


cent of them by automobiles; 


the rest by 


drownings, burns, the careless use of fire- 


arms, falls and other causes. 


You guard a delicate child 


Guard the healthy one thoughtfully. 


instinctively. 
Teach 


him that only he can protect himself against 


dangers greater than disease. 


People who have not learned reasonable cau- 
tion in childhood are likely to continue to be 
heedless in later years. Eighty thousand peo- 
ple, 15 years of age or over, were killed by 


accidents last year. 


Falls on stairs or from 


rickety stepladders, chairs, boxes and window 
sills cause thousands of deaths at home. 


Accidents are the sixth greatest cause of 
death for people of all ages; the first cause of 


death among children from 5 to 


15. 


Send for Metropolitan’s booklet on accident 
prevention. Ask for Booklet 5-NU-O. Mailed 


free upon request. 


METROPOLITAN LIFE [NSURANCF COMPANY 
ONE MADISON AVE. NEW YORE, N. Y. 





Novel Program 
in Agency Meet 
Technical Subjects Are Discussed 


Through Question and 
Answer Method 


VALUABLE EXPOSITION 


S. P. Ellis General Agency of Provident 
Mutual in Concinnati Holds 
Convention 





An agency convention based on a pro- 
grom of pertinent questions and answers 
on sales ideas from the viewpoints of 
prospect and agent was held in Cincin- 
nati by the S. P. Ellis general agency 
of the Provident Mutual. 

Some of the interesting topics, and 
those who presented them, at the ses- 
sions presided over by C. Vivian Ander- 
son, were: 

“Practical Ideas to Present Efficiently, 
Disability Coverage,” Edwin P. Weidin- 
ger; “Practical Suggestion to Arouse 
Interest in Needs of Close Corpora- 
tions,” Edwin F. Pierle; “Practical 
Questions Regarding Wills and Estates 
Which Force Attention,” Ewart W. 
Simpkinson; “The Doctor’s View of Our 
Opportunity,” Dr. Carl A. Welzbach; 
“The Lawyer’s View of Our Opportu- 
nity,” H. J. Siebenthaler, and “The Min- 
ister’s View of Our Opportunity,” Dr. 
James Thomas, Hyde Park Community 
M. E. church. 


Questions Are Suggestive 


Under the discussion of disability led 
by Mr. Weidinger, it was suggested that 
prospects be asked such questions as: 
Would disability interfere with your old 
age independence? Do you carry a spare 
tire on your automobile? What would 
happen to your investments should you 
become disabled. Does disability cov- 
erage ever prove to be the best invest- 
ment? 

It was suggested that agents ask 
themselves: Are benefits received from 
disability appreciated? Why don’t we as 
agents place disability on all disability 
policies written? Wouldn’t it prevent 
lapsations? Other questions covered 
technical points of the clause. 


Take Up Close Corporations 


Mr. Pierle, on the subject of close cor- 
porations, asked such questions as: 
What is a corporation? What is the 
difference between the close corporation 
and one that is not a close corporation? 
What advantage would life insurance be 
in a close corporation? What is essen- 
tial to make easy the retirement or pur- 
chase of the stock of a deceased stock- 
holder in a close corporation? How may 
such an agreement be carried out with- 
out friction? How may the stock be 
valued? To whom should the subject of 
business life insurance be proposed? 
How should the subject be presented? 
What is most essential to the presenta- 
tion of the subject of life insurance to 
close corporations? 


Aim to Make Prospect Talk 


The most important matter, it was 
emphasized, is to get the prospect to 
talk about his business and to reveal the 
weaknesses peculiar to it. Many man 
have an inaccurate or inadequate under- 
standing of what the incorporation of 
their business really means or accom- 
plishes. They are usually under the im- 
pression that it protects them against 
all difficulties; actually it opens up new 


problems that must be faced eventually. 

Other leading questions Proposed to 
ask prospects to awaken their interest in 
the needs of their close corporations, 
and to get the information from which 











Chosen President _| 




































LEON GILBERT SIMON 


Leon Gilbert Simon, Equitable Life 
million dollar producer and author of 
the newly published book, “Business In- 
surance,” has been nominated as presi- 
dent of the New York Association of 
Life Underwriters, which is equivalent 
to election. 








to launch the presentation of life insur- 
ance as the best solution for those 
needs were: Why did you incorporate 
your business? This limits the credit 
of the business also; you may face the 
problem of putting in more money to 
attempt to save what you have put in. 
Are you in a position to do this? Would 
your widow be able to? Would it be 
wise for her to do so? Incorporation 
alone does not always perpetuate the 
business for yourself, your associates 
and your family. If the majority stock- 
holder died, his executor or heirs could 
require the liquidation of the business. 
Where would you be then. Will you 
always have the same _ stockholders? 
What if some of the stock gets into un- 
friendly hands—to your competitors? If 
the majority stockholder dies, his ex- 
ecutor and his heirs have control, or if 
one of you dies and his executor or heirs 
joins with another of you, who will have 
the control? 


Suggest Many Possibilities 


Additional lines of thought presented 
were: You and your associates now 
contribute both your time and money to 
the success of the business. If one ol 
you dies, will his heirs expect the same 
dividends on their stock as they are re- 
ceiving now? If you can get working 
capital at 6 percent how long will you 
be willing to pay a higher rate to your 
associate’s heirs? If your associate's 
widow comes to you with the plea for 
payment of earnings as dividends at 3 a 
time when you feel that the busines 
should retain them for other purposes, 
what would you do? Would you want 
your associate’s widow or her attorneys 
to tell you how to run your business: 
If one of your stockholders should die, 
what would become of his stock? How 
much would you be willing to pay for 
stock in your business during the dull 
season? At what price should your 
widow dispose of your stock in this bus! 
ness? If you died, would the business 
be as successful as it is now? Would 
you want your widow to retain her stock 
in the company? To whom could she 
sell it? Would you like to be able to 
buy your associate’s stock from his 
estate at a fair price and still get it at 
a bargain? 


Question of Control 
The question of maintaining co ntrol 


was amplified thus; If your bank 
should be unwilling or unable to !oa! 
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AN ANNOUNCEMENT BY THE 


RODNEY E. BOONE ORGANIZATION 


a] 
BEGINNING MONDAY, MAY 19, 1930 


FRANK F. 


LOOMIS 


WIDELY-KNOWN INSURANCE WRITER 
AND AUTHORITY, WILL ASSUME THE 
DIRECTION OF INSURANCE ADVERTISING 
FOR THE RODNEY E. BOONE ORGANIZA- 
TION. HIS ARTICLES ON INSURANCE IN 
ALL ITS BRANCHES WILL THENCE- 
FORWARD BE A WEEKLY FEATURE IN 
THE NEWSPAPERS NATIONALLY REP- 
RESENTED BY THIS ORGANIZATION 


EVENING 
NEW YORK JOURNAL CHICAGO AMERICAN 
BOSTON AMERICAN DETROIT TIMES 
ALBANY TIMES-UNION BALTIMORE NEWS 
ROCHESTER JOURNAL WASHINGTON TIMES 
SYRACUSE JOURNAL WISCONSIN NEWS (MILWAUKEE) 
SUNDAY 
BOSTON ADVERTISER DETROIT TIMES 
ALBANY TIMES-UNION BALTIMORE AMERICAN 
ROCHESTER AMERICAN SYRACUSE AMERICAN 
* 











8 








THE 


NATIONAL 





UNDERWRITER 


May 16, 1930 































your business money during “hard” 
times, what would you do? If you could 
create a reserve for such emergencies 
and at the same time simplify many of 
your other problems, would you be in- 
terested? This business is now prosper- 
ous; it wasn’t always so, was it? Are 
you willing now to share its prosperity 
with anyone who has not helped make 
it succeed? Will you be able to buy Mr. 
Blank’s stock if he should offer it for 
sale tomorrow? What if his executor 
should offer it to you? If Mr, Blank 
dies, will it hurt the earning power of 
the business? Will-it reduce the credit? 
At such a time will fhe bank he willing 
to loan you money with which to buy 
more stock? Will your bank loan money 
on the sole security of the minority 
stock in a close corporation? Can a 
man unfamiliar with your business step 
in and run it successfully? Would you 
want to take his advice unqualifiedly? 
Can a woman unfamiliar with business 
run your busiess profitably? 

In the final discussion led by Mr. 





Simpkinson on the subject of wills and 
estates, it was asked: Why make a will? 
Is your will up to date? Has any 
beneficiary died since the making of 
your will? Has any child been born 
since the making of your will? Do you 
own your own home? Have you put 
any stocks, bonds, or other valuable 
property in your wife’s name, or safe 
deposit box? Do any of your children 
own stocks, bonds or other valuable 
property? Should they make a will? Is 
a will necessary where there is little or 
no property? Should your will appoint 
a guardian? Should a person or a 
fiduciary corporation be named as ex- 
ecutor? 

Supplementary questions proposed 
were: Does you life insurance supple- 
ment your will or are the two coordi- 
nated? Have you made a primary bene- 
ficiary the residuary legatee, or a charit- 
able institution? Do you know that a 
will which gives, devises, or bequeaths 
any part of an estate to benevolent or 





charitable, educational purposes, or to 
the state, country, or municipal corpora- 
tions, shall be invalid if the testator 
leaves issue and unless executed at least 
one year prior to the testator’s death. 
Have you made provision for all per- 
sons who have an absolute right to some 
portion of your property? Will your 
estate, through your will, provide for 
immediate cash for estate clean-up, an 
emergency fund, an income adjustment 
fund, and life income? Is your life in- 
surance payable directly to a minor 
child? Do you keep your life insurance 
policies in the safe deposit box? Do 
you know that taxes, debts, widows’ 
and children’s allowances, specific be- 
quests all must be paid before the re- 
mainder of the estate is distributed? 

The program was arranged by E. W. 
Simpkinson, E. P. Weidinger, E. F. 
Pierle, W. B. Hopper and Leo She- 
walter, The reception committee was 
Frank H. Miller, E. M| Metzger, J. W. 
Richardson, W. P. Collier and Mr. 
Shewalter. 
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Depressed District Is 
Now Seeing New Life 





L. H. Hannah, vice-president 

and agency head of the Equitable 
Life of Washington, D. C., is con- 
vinced that the state of mind is 
all-important in writing life in- 
surance. The Wheeling, W. Va., 
district had sagged to the bottom 
for the Equitable Life due to the 
industrial situation and unemploy- 
ment. Mr. Hannah decided he 
would create a new insurance 
mind in his industrial agents. He 
sent a special man there who is 
enthusiastic. A vigorous drive 
was put on with the result that 
the Wheeling district since then 
has surpassed all its past achieve- 
ments. 
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A mutual company 
returning annual dividends and 
offering a policy for every need. 
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A sermon to every life underwriter and layman. 


JOHN HANCOCK SERIES 


Men who are 


a wa 





still earning 
will want 
to read 
this 
letter 





contains 


The author 


of the letter might just as well have had 
$10,000 as $2,000 paid-up insurance. 








OVER SIXTY-SEVEN YEARS IN BUSINESS 
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Quick Work and Profitable 


Because accidental injury may be easily 
visualized men buy accident insurance without 
having to “Think it over” interminably. 


So it is easy to sell. 


But they get used to the sense of security it 
gives and hold on to it—the Connecticut Gen- 
eral renewal rate for 1929 was 87 per cent. 


So it’s profitable for the agent. 


All the information you need in our “Brokers’ 
Outline of Accident Insurance.” Inquire of our 
local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 





PENN MUTUAL 
POOLING 


Have we ever called together the great master 
minds of the business?—to lay before us modern 
organized methods, and pool the best sales engineer- 
ing brains that can be brought together, so that the 
individual as he goes about with his rate book will 
depend, not upon his own more or less limited ex- 
perience, more or less limited ingenuity, more or less 
limited creative ability—but so that every Agent in 
all the land, whether he work in hamlet or city, 
whether he be a man of ingenuity and power or 
whether he be one of those of the middle class who 
in the long run produce most of the life insurance 
business, should have at his disposal the pooled, 
composite sales genius of the best minds in our 
business? I am glad to say that some Companies 
are doing it. 

(From an address by Vice-Presideut Hart, 

Sales Congress of Tennessee Life Under- 

writers’ Association, April 11, 1930). 


~~ 


WM. A. LAW, President 
WM. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 

















Salesmen—— 
Increase Your Income! 


Insurance, Stock, Real Estate and 
Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 
insurance is not necessary. 


If interested write direct to Wilbur Wynant, 
president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 
332 South Michigan Ave. Chicago 











WANTED— 
A MAN! 


Possessing the following qualifications: 
AGE 35 or over, seasoned and a pro- 


ducer. 
THREE years of life insurance experi- 
ence. 


Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an vy field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 

“PUT HIM OVER” 


Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, 
North Carolina and Michigan, especially Detroit. 
Write fully. We will not check references until 
after interview. 


Address P-20, care The National Underwriter 
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TESTIMONIAL DINNER 


Vice-presidents Ben S, Graham and 
Frederick W. Ladue of the Brooklyn 
National Life were honor guests at a 
banquet Thursday evening in Brooklyn, 
marking the close of a testimonial drive. 

* * 


INTERVIEWS MEASURE SALES 


Tabulated results are not yet available 
for the April Alexander drive of the 
Equitable Life, in honor of the com- 
pany’s secretary, William Alexander, 
but paid business showed a notable gain, 
being the greatest April in the com- 
pany’s history and adding to a record 
quarter’s total. The drive was not on 
a quota production basis, but on the 
basis of 60 interviews per man, and it 
is apparent from the results that inter- 
views are the measure of returns in life 
insurance sales. Paid business in April 

was $80,640,000, a gain of $6,500,000 over 
last April’s total of $74,000,000 and for 
the four months the total was $363,461,- 
949, a gain of * 54,456,008. 


PROFIT hl ed IDATION 


Liquidation of the Pilot Life Reinsur- 
ance of New York just completed by 
Superintendent Conway of the New 
York insurance department, was accom- 
plished with a final profit of 20 percent 
on the capital at the time of liquidation, 
or 10 percent, if combined capital and 
surplus, the selling price, be considered. 
This company, a running mate for the 
successful Pilot Fire Reinsurance, was 
launched in April of 1928 with $500,000 
capital and like surplus, but last year 
the capital was reduced and $800,000 
returned to shareholders. This year the 
officers decided to liquidate, as the life 
reinsurance market was too difficult to 
tap. They had entered into but one re- 
insurance contract, that with the Detroit 


AS SEEN FROM NEW YORK 


By C. C. NASH, Jr. 
(Nash of the National), 

















_| 








Life, and premiums aggregated but 
$423.84. This was refunded and the few 
minor bills, including liquidation ex- 
pense, have been allotted and $20,000 is 
left above the original $100,000 surplus. 
* es © 
GUARDIAN LIFE LEADERS 

Saul Kornreich of the Landau agency 
of the Guardian Life in New York City 
achieved several honors in his company’s 
ranks in April, passing the million-dol- 
lar mark and scoring in a number of 
other items. Mr. Kornreich, for three 
years a million-dollar producer, is the 
first to qualify as such in the company’s 
production club for this year. He also 
ranked first in April production, as he 
did in March, and first for the four 
months of the year, as well as for the 
club year. The million paid for is in 
the club year, but he has also brought 
his submitted business of the first four 
months up to the million mark and will 
end the half year with well over $1,000,- 
000 paid. 

April saw great activity among all 
New York agents, the McNamara 
agency of the company listing seven men 


| among the company’s 10 leaders, five of 


these being among the 10 leaders for the 
four months and seven also being among 
the club nine months’ leaders. To fur- 
ther indicate production activities, the 
McNamara agency has 13 of the com- 
pany’s 19 leaders in April and 17 of the 
company’s 28 leaders for the year. 


H. M. Cutler, National Life 
of Vermont, Dies Suddenly 





Harry M, Cutler, vice-president of the 
National Life of Vermont, died sud- 
denly Tuesday night following a heart 
attack. Mr. Cutler was 62 years old 


| and had been vice-president for 13 years. 


' He had been with the company 41 years. 


Mr. Cutler was born in 1867 and be- 
| gan work at 17, entering life insurance 
after five years in a bank in which he 
became assistant cashier at the age of 
21. He joined the National Life in 
1889 and was elected assistant treasurer 
in 1890 and treasurer in 1897. In 1911 
he was made second vice-president and 
treasurer and in 1917 vice-president. 

He has been one of the most active 
of the directors of the company since 
going on the board in 1899, being chair- 
man of the new building committee 
and also of the finance committee. 





$250 Investment 
Pays $1,500 Each 
Year, Agent Says 











C. A. DeVinney, branch manager in 
Jersey City for the Acacia Mutual, has 
a novel practice for avoiding the sale 
of $1,000 and $2,000 policies. During 
each sales talk he draws from an inside 
pocket a $10,000 policy and shows it to 
the prospect. 

“The man may say,” Mr. DeVinney 
explained, “that he can not afford a $10,- 
000 policy. But he will usually sug- 
gest the amount himself that he could 
take and it is rarely under $5,000.” 

Investment of $250 or $300 a year in 
an annual premium ona $10,000, 20-pay 
life contract pays Mr. DeVinney $1,500 
a year in commissions, he said, 

“Many people do things by example,” 
he said, “and if you show them a $10,000 
policy they won't be so likely to go way 
down to $2,000 or $3.000 whereas if you 
show them a $5,000 policv it will be easy 
to go down to the smaller policies. I 
would suggest that each salesman carry 
a $10,000 policy around with him. If he 
uses it in every sales talk he makes, I 
guarantee that he will get his annual 





premium back and more.” 














HOMER G. ROCK WOOD 


Homer G. Rockwood, former secre- 
tary and treasurer of the Continental 
Auto Underwriters and vice-president 
and manager of the Commercial Health 
& Accident, is the new vice-president 
for the United of Chicago. He is agency 
manager for the commercial and ordi- 
nary departments. Mr. Rockwood be- 
came available when the Continental 
Auto, which he and his brother, G. C. 
Rockwood, organized, was recently 
acquired by the Darby Day fleet. 











Shoshone County, Ida.—Life agents of 
Shoshone county, Ida., of which Kellogg 
Ida., is the center, are planning to or- 
ganize an association. 

















Our 50th Anniversary 
Expansion Program 


including 


A new development and conservation allowance superimposed 
on an already Liberal General Agency Contract, 


A new intervening District Agent’s Contract, 


A definite plan for selection, training and supervision of 
soliciting Agents, 


All make a General Agency with us particularly inviting to a 
capable man. 


RESULTS— 
This Year’s Business Doubling that of Last 
WRITE 


SAINT PAUL, 





| The Minnesota Mutual Life Insurance Company 


MINNESOTA 
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me NEWS OF THE COMPANIES 

















STARTS WITH FINE PROSPECT 





United Pacific Life Puts $1,250,000 on 
Books With Special Policy 


for Founders ! 





| 
What is believed to constitute a rec- 


ord in number and amount of policies 
for which written requests have been 
received prior to opening for general 
business, more than 700 and aggregating 
more than $3,500,000, is announced by 
the United Pacific Life. The record was 
accomplished in little more than a month 
since the company was organized, 
through private offering of a_ special 
“Founders Policy” of $5,000 denomina- 
tion to stockholders and friends of the 
$28,000,000 United group of corpora- 
tions, of which it is a unit. Only 1,000 
of the special policies are to be issued. 
It is said these policies are being issued 
so rapidly that the company will open 
home offices at Seattle this week with 
more than $1,250,000 insurance in force. 

All of the insurance was developed 
without agency commission costs, it is 
pointed out, hence savings were made 
that strengthen the company’s position, 
in contrast to heavy expenditures usu- 
ally incurred in organizing a life com- 
pany. United Pacific Life is equipped 
to write all types of life insurance, in- 
cluding group and endowment. It is 
opening branch offices in Spokane and 
Tacoma, and plans early entry into other 
states. 





Peoria Life 

Five thousand shares of the new 
authorized issue of Peoria Life stock are 
being apportioned and distributed to 
present stockholders at $10 a share in 
lieu of cash dividends, and the remaining 
5,000 shares are being apportioned to 
stockholders with right to purchase at 
$40 a share, Stockholders early in April 
authorized capital increase from $300,- 
000 to $400,000. 





National Progressive Life 


Amos Thomas was chosen president 
of the National Progressive Life of 
Omaha, in a recent reorganization of 
executive personnel. 

Other officers are William Pearlman 
and R, Moore, vice-presidents; 
John J. Brotherton, secretary, and J. F. 
Micek, treasurer. All officers are new 
except Mr. Moore. The reorganization 
is due to the death of G. L. Klingbeil. 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of pF unique contracts 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 











GUSTAFSON AGENCY DIRECTOR 





Leaves Detroit Life to Go With Lamar 
Life—Graham Is Mississippi 
Supervisor 





Alford V. Gustafson has been ap- 
7 agency director of the Lamar 

Life of Jackson, Miss. Mr. Gustafson 
has had a successful record. He has 
assumed the duties, having resigned as 
superintendent of agencies of the De- 
troit Life. 

Heretofore, the field force has been 
directed by C. W. Welty, first vice-presi- 
dent and general manager, through 
state supervisors and general agents, but 
increase in business necessitated cre- 
ation of an agency director. 

Recently, Harry Graham, experienced 
agency organizer, was added as agency 
supervisor in Mississippi. 

Mr. Gustafson has been in life insur- 
ance since 1923, previous to which he 
sales manager for the 


was divisional 
Torrington Company of Torrington, 
Conn. He was rapidly promoted in life 


insurance, and became field superintend- 
ent and chairman of the agency com- 
mittee of the American Central Life. 





MERGER OF THE MICHIGAN 
COMPANIES GETS APPROVAL 





The consolidation and merger of the 
Grange Life of Lansing with the Mich- 
igan Life of Detroit has been given 
formal approval by the Michigan de- 
partment. The merger was effective as 
of May 9. 

N. P. Hull, former Grange Life pres- 
ident, becomes a vice-president of the 
Michigan Life. C. H. Bramble, secre- 
tary of the Lansing company, becomes 
assistant secretary, and Warren Byrum, 
superintendent of agencies for the 
Grange Life, will join the agency de- 
partment of ‘the Michigan Life in some 
official capacity not yet definitely an- 
nounced. 

The Michigan Life, by consummation 
of the Grange Life purchase, nears the 
fifty million dollar class in insurance in 
force, the Lansing company having 
some $28,000,000 in force, while that of 
the Michigan Life, before the purchase, 
was something in excess of $14,000,000. 
The company, under the strong man- 
agement of Leonhard T. Hands, for- 
mer insurance commissioner, has pur- 
sued an aggressive policy since its or- 
ganization some two y “rs ago and has 
built up big-producing ayency plant. 


HOME FRIENDLY ELECTS 
TALLEY BOARD CHAIRMAN 





President B. Leo Talley has been 
elected chairman of the board of the 
Home Friendly of Baltimore. Charles 
H. Taylor, for the past three years 
treasurer, was elected president and B. 
F. Wright, secretary-treasurer. 

D. F. Ziegler, senior vice-president, 
will assume charge of the branch dis- 
tricts, and G. W. Kelley, vice-president, 
will take charge of the home office dis- 
trict. F.C. MacCubbin, vice-president, 
formerly in charge of the home office 
district, will take over the work of de- 
veloping new districts and will be in 
immediate charge of the Philadelphia 
district, with authority to open Pitts- 
burgh at his discretion. 


General Mutual Life 


The General Mutual Life has been 
formed in Van Wert, O., by interests 
backing the Central Manufacturers Mu- 
tual. The new organization has been 
incorporated and application has been 
made to the Ohio department for a li- 
It will have a capital of $100,000 





cense. 
divided into shares of - each, The 
incorporators include: W. Purmort, 


L. G. Purmort, C. M. My F, W. 









Don’t Be An Atlas! 


P OOR: ATLAS carried 
the world on his shoulders!—And today, in 
actual life, we discover men in our own business 
trying to duplicate his feat. Not infrequently, 
ve find a Life Insurance Agent shouldering a 
world of trouble, just because he is trying to 
“go it alone.” 


















What folly, when there are scores of shoul- 
ders waiting to help carry the burden without 
asking a share in the profit! We refer particu- 
larly to the sales helps which your Home Office 
provides for you. 













One problem which seems to trouble many 
Agents is that of finding prospects. The man 
who is intelligently using the tools at his com- 
mand does not find this a problem. For, nearly 
every Home Office offers circularization plans 
which will open the door for him as frequently 
as he is willing to make calls. 










During 1929, for instance, the Union Central 
circularized from the Home Office 721,857 
names. As a result 72,681 leads were distributed 
to Union Central men, thus laying the ground 
work for an average of 36 interviews for each 
active Agent in the Company Service. And no 
insurance man can gainsay the value of a Serv- 
ice that drops 36 interviews into his lap. 

















Of course, these are just averages. As a 
matter of fact a number of our leading pro- 
ducers attribute 50 percent of their production 
to leads secured through Home Office circu- 
larization. 













If you are not satisfied with your produc- 
tion, ask yourself this question, “Am I making 
the best use of the tools which my Home Office 
offers me?” 















The Union Central 
Life Insurance Company 


Cincinnati, Ohio 












Amount 


Age Limits 
$1,000-$1,000,000 


10-65 





More Than 1,600 Million In Force 
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Purmort, Paul W. Purmort, O. M. Mc- 


Gee, G. A. Berger, D. A. Walters, H. 
M. Gee, William McGirr, and C. D. 
Borchers. 





Minnesota Mutual Life 


The Minnesota Mutual Life will be in 
the $300,000,000 class by July 1 at the 
present rate. At the end of April it 
had passed the $196,000,000 mark in 
business in force, having written $20,- 
000,000 the first four months this year. 

“his was a gain of 61 per cent over 

ne first four months in 1929, 

The business for the first four months 
this year almost equalled the total busi- 
ness for 1929. April business amounted 
to $5,332,000. 


Continental Has Record Month 


The Continental Life of St. Louis 
hung up a new record for policyholders 
month during April with a gain of 26.5 
percent in new written business com- 
pared with the same month in 1929. 

The St. Louis office wrote $812,450, 
the largest volume it has ever written 
in a single month. 








Central Life’s Gain 


The Central Life of Illinois showed 
a gain of 59 percent on submitted busi- 
ness and 25 percent on paid-for busi- 
ness in 1929 over 1928. In May, 1929, 
the company made an increase in pro- 


duction of 31 percent in comparison 
with the previous month. The May 
production was _ $2,114,000, against 


$1,600,000 in April. 


Provident Mutual Life 


The Provident Mutual Life showed 
paid-for insurance of $995,571,263 at the 
end of April and expects to go over the 
top with its first billion of insurance 
in force by the end of May. 





Confederation Life 


The banking and commerce commit- 
tee of the Canadian parliament has rati- 

















LIFE COMPANY CONVENTIONS 











MUTUAL LIFE WRITERS MEET 





Field Club of $250,000 or Greater Pro- 
ducers Holds Annual Convention 
at Atlantic City 





The Mutual Life Field Club with over 
400 qualified agents who produced $250,- 
000 or more held its meeting last week 
in Atlantic City. The home office was 
represented on the program by Presi- 
dent Houstor, Vice-President 
George K. Sargeant, Vice-President and 
General Counsel F. L. Allen, Associate 
Medical Director E, F. Russell, Super- 
intendent of Risks A. D. Reilly, Asso- 
ciate Actuary J. B. Maclean. The de- 
tails of the convention were in charge 
of Assistant Superintendent of Agents 
W. F. Shaw, Agency Secretary R. F. 
Young and General Assistant J. L., 
Swan. 





SOUTHWEST AGENTS CONFER 





Home Office Officials of Northwestern 
Mutual Attend Sessions in 
Los Angeles 





An attendance of some 125 members 
ef the five agency organizations of the 





Northwestern Mutual Life in its south- 
west Pacific field was recorded at the 
first regional meeting of Pacific Coast 
agencies held at Los Angeles May 13-14. 
W. K. Murphy, Los Angeles general 
agent, was chairman Tuesday. “The 
March of Progress” was discussed by 
Charles H. Parsons, superintendent of 
agencies. General and district agents 
attended a lunch presided over by A. F. 
Sayre of the San Francisco agency, at 
which M. J. Cleary, vice-president, 
spoke on “The General Agency System.” 
Special agents, at a separate lunch pre- 
sided over by A. C. Duckett of the Los 
Angeles agency, heard C, L. McMillen, 
Milwaukee general agent, on “Practical 
Points in Selling.” 

E. J. Thomas, San Francisco general 
agent, was chairman in the afternoon. 
The theme, “Using Northwestern Tools 
for Selling Northwestern Insurance,” 
was presented by Ralph M. Hamburger, 
Minneapolis general agent and president 
of the general agents’ association. Other 
speakers were John R. Mage, Los An- 
geles agency, and G. J. Upham, Tucson, 
Ariz., agency. William A. Hewitt, Oak- 
land general agent, summarized the dis- 
cussion. 

U. S. O’Connor, Stockton general 
agent, was toastmaster at a dinner, at 
which Mr. Cleary spoke. 

C. S. McMartin, Phoenix general 








fied the increase in capital stock of the , 


Confederation Life from $500,000 to $1,- 
000,000. In 1871 the company was in- 
corporated with $500,000 capital. 
1882 directors increased it to $1,000,000, 
but the enabling legislation was not 
completed. 





Atlantic Life Increase 


Agents of the Atlantic Life of Rich- 
mond wrote $4,200,000 business in April 


In | 


in honor of William H. Harrison, vice- 


| president and superintendent of agen- 


cies. This was $1,000,000 more than in 
April, 1929. Richard L. Dobie of Nor- 
folk led the field force, producing $299,- 


000. 





The report on examination of the Chi- 


| cago National as of Dec. 31 last by the 
| Illinois 
| held up pending appraisal of some of the 
company's property. 


and Iowa departments is being 


agent, Arizona, was chairman Wedne. 
day. The theme, “Life Insurance 
Property,” was presented by Mr. Me. 
Millen; “How to Sell Life Insurance o 
the Property Idea” was told by Thoma 
A. Cox, Oakland agency, and Leonarj 
M. White, San Francisco agency. Vj. 
liam Ray Chapman, assistant superip. 
tendent of agencies, summarized. Sper. 
cer C. Fish, Oakland agency, discussej 
“The Expansion Program” at a con. 
cluding lunch, other speakers being 
Charles H. Parsons, superintendent 9 
agencies, and Messrs. Cleary and Han. 
burger. 





Midwest Agents Meet 


Seventy agents of the Midwest Life 
of Nebraska attended the annual agency; 
meeting and sales congress in Lincoly 
last week. President W. W. Putney 
presided, and told the agents he antici. 
pates one of the largest years in the 
company’s history. D. E. Ruggles, re. 
cently named sales director, explained 
important policy changes, which make 
them more attractive and salable. Dr, 
E. W. Rowe, medical director, aly 
spoke. Members of the field force ex- 

















changed experiences and methods. 





Non-Toxic Refrigerant 


The United States Department of 
Commerce announces the development 
of a refrigerant known chemically as 
dichloro-difluoro methane, which the de- 
partment claims is non-inflammable and | 
“practically non-toxic.” The amount of 
the chemical that would be required 
to cause death after several hours ex- 
posure is about 300 to 500 times greater 
than the least toxic of the present day 
refrigerants, according to the Depart- 
ment of Commerce. 


’ 


A department for the handling of| 
brokerage business has been establishe 
by the Western States Life at its hom 
office, 995 Market street, San Francisc 


Read The National Underwriter regu- 





larly. Subscribe for a personal copy. 
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ACCIDENT—HEALTH 











RAY PRESIDENT OF STERLING 








Goes from Bankers Indemnity—Other 
Changes Announced in Reorganiza- 
tion of California Company 





James B. Ray has been elected presi- 
dent and general manager of the Ster- 
ling Life, Health & Accident of Los An- 
geles, succeeding Bertram E. Green, 
who it is understood will remain a mem- 
ber of the board. Mr. Ray was actuary 
for the Arizona corporation commission 
for four years up to September, 1929, 
and more recently has been assistant sec- 
retary and superintendent of claims for 
the Bankers Indemnity of Newark, N. J. 


Rafael Is Secretary-Treasurer 


William A. Rafael has been elected 
secretary-treasurer and agency super- 
visor. He was formerly chief examiner 
of the California insurance department, 
resigning in 1926 to go with the Sierra 
Nevada Life & Casualty, since merged 
with the Mountain States Life. Mr. Ra- 
fael succeeds Ben T. Campbell, former 
secretary-treasurer, resigned. Other res- 
ignations include those of Liles H. Light- 
foot as vice-president and T. A. Robert- 
son as agency supervisor. Morton Sie- 


rable and |) del, formerly a director of the company, 
mount of has been named vice-president and M. 


required 
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1 ]|New Policies, Premium Rates, Dividends, Surrender 


H. Topping will continue as vice-presi- 
dent and medical director. 





Robertson With Peoples Mutual 


T. A. Robertson, who resigned recently 
as agency supervisor of the Sterling 
Life, Health & Accident of Los Angeles, 
has joined the home office staff of the 
Peoples Mutual Life of Beverly Hills, 
Cal, as assistant to the president. 





Announces Convention Dates 


The Washington Fidelity National 
has announced the dates for its mana- 
gers’ home office convention, to be held 
at the Edgewater Beach hotel in Chi- 
cago, as Oct. 6-8. 


E. W. McCaine, veteran producer for 
the Washington Fidelity National in 
the Mobile, Ala., district, has been pro- 
moted to a field superintendency there. 

Kenneth A. Morrison has been named 
field superintendent in the Detroit No. 1 
district. 





NEWS OF LIFE POLICIES 


co 











|Values and all Changes in Policy Literature, Rate 
| S, ete. prnnanciog the “Unique Manual- 
| Digest, published annually in May at $4.00 and the 
Little Gem” published annually in April at $2.00. 

















_NEW DISABILITY RATES OUT 





American Central’s Schedule for Waiver 
of Premiums and Monthly 
Income Is Given 





, Che American Central Life has 
adopted new disability rates effective 
immediately, The new schedule provid- 
ing lor waiver of premium and monthly 
Income follows: 

20 15 30 25 20 

ee . d. Pay. Pay. Yr. Yr. Yr. 
ies Life Life Life End. End. End. 
16 $15.22 $23.94 $20.08 $26.63 $32.33 $41.31 
+ 16 t 25.46 30.87 27.12 32.72 41.62 
— 18.58 27 59 33.42 27.98 33.38 42.15 
3 21 30.12 36.40 29.28 34.41 42.94 
35 24.56 33.22 39:96 30.99 36.05 44.22 
45 =3.05 37.05 44.26 33.86 38.78 46.31 
Ee 39 08 42.64 49.48 38.24 42.73 49.93 
50 14.04 50.00 57.33 45.80 49.12 55.77 
) 6.09 61.05 68.02 --- 59.18 64.80 


Northwestern National Life 


amount that will be written on 


a ne life by the Northwestern Na- 
pa pt fe has been raised from $100,000 
ie 9<90,000, Ww hile the company has 
iy time to time accepted applications 
I sia ssued policies for amounts con- 
ge _ In excess of $100,000, this is 

€ first definite announcement to that 


effect. The new maximum includes cur- 
rent applications and previous insurance. 


Penn Mutual Life 


The Penn Mutual Life has changed its 
double indemnity clause to provide dou- 
ble payment on death of the assured 
within 90 days after sustaining an in- 
jury instead of 60 days. This liberaliza- 
tion will apply to all outstanding poli- 
cies which have the double indemnity 
provision as well as to the new con- 
tracts. 








Volunteer State Life 
On May 1 the Volunteer State Life cf 





Chattanooga put into operation a month- 


ly premium plan. The company warns 
its agents especially that this is not an 
invitation to write inferior business. 
“Our objective,” the company states, “is 
to place in the hands of the fleld men a 
plan whereby they can secure large ap- 
plications om first class prospects. If 
this new tool is to survive, the character 
cf business submitted must be upheld.” 





Colorado Business Reported 


Life companies wrote $159,395,208 in 
Colorado in 1929, making the insur- 
ance in force $834,106,340 at the end of 
the year. The Prudential has the largest 
amount of insurance in force in Colo- 
rado with $106,488,151. The New York 





Life comes second with $74,821,677. The 
Metropolitan, Missouri State Life, 
Equitable Life of New York and the 
Northwestern Mutual are the other com- 
panies that have more than $50,000,000 
in force. 





Carney O. Dean Is Supervisor 


Cecil K. Dean, general agent for the 
Penn Mutual at Wichita, Kan., has ap- 
pointed his brother Carney O. Dean as 
supervisor. The latter has been a suc- 
cessful salesman in another line. 


Wide-awake lfe underwriters 5s ib- 
scribe for personal copies of The Na- 
tional Underwriter. 








4000 





on B. M. A. “payroll” 


It is frequently said of insurance 
‘‘But you have to die to win.’’ 


With 4000 disabled policyholders on the B. M. A. ‘‘payroll”, endorsing 
B. M. A. service—that statement is disproved. 


$20,650.00 has been paid one living policyholder, who has been dis- 


abled since 1915, under his Guaranteed Life-time income contract. 


$7,100.00 has been paid another living policyholder to date, a physician, 
who is now blind. He states: ‘‘My friends are nice to me, but the 
B. M. A. is the Guardian of our Home.” 


Thousands of other disabled policyholders are constantly 
looking to the B. M. A. to replace their incomes during 
periods of disability caused by sickness or accident—as 
well as an estate for their families at time of death. 


The endorsement of living 
policyholders creates a desire on 
the part of others for B. M A. 
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Kingsley’s Twenty-two Aphorisms 


RecENTLY Vice-President W. H. K1ncs- 
LEY of the Penn Murtuat Lire gathered 
together 22 aphorisms that are worth read- 
ing and rereading. Mr. KincGstey does 
not claim originality as to all these pithy 
sayings. He has gathered some from the 
writings of others, Some are coined 
from his own mind. Altogether they 
make a collection that may stimulate, 
encourage, inspire or comfort. Here 
are the 22. 

There are two sides to every ques- 
tion: your side and the wrong side. 

Don’t place too much faith in the 
early bird; maybe he’s been up all night. 

Standing on your dignity won’t help 
you see over the heads of the crowd. 

The world is full of kickers, and that’s 
what most of us are kicking about. 

It is not absolutely necessary to grow 
sadder as we grow ‘wiser. 

The chains of habit are generally too 
small to be felt until they are too strong 
to be broken. 

A laugh is worth a hundred groans in 


any market. 
Life is full of uncertainties, chief 
among them being the so-called “sure 


things.” 

To be a fusser over trifles is a sure 
sign that moss is collecting on your 
cerebellum. 

Money may represent power, but the 


less money a man has the sooner the 
doctor will cure him. 

The fact is that the strongest man on 
earth is he who stands alone. 

A friend is one who when he sees you 
in the soup shows you how to swim out. 

In the matter of making mistakes 
most of us are willing to concede the 
superior industry of our friends. 

He who always wants his way is soon 
left to travel alone. 

More dangerous than a little knowl- 
edge is much knowledge of things that 
aren’t so. 

Lost: A precious moment, set with 
golden opportunities. No reward of- 
fered, for it cannot be recovered. 

Many a man gets a reputation for 
dignity, when he really is suffering from 
a stiff neck. 

High ideals are sometimes almost as 
unmanageable as airplanes. 

More things would come to him who 
waits if they were not captured on the 
way by him who waits not. 

A great many people fail because they 
are so dead sure they are going to; it 
would be a shame to disappoint them. 

Time is money, provided you don’t 
spend a dollar’s worth of time trying 
to save a penny. 

If a man thinks in silence it doesn’t 
matter very much what he thinks. 


Studying Good Points of Competitors 


LARGE department stores have people 
employed to visit the establishments of 
their competitors to see what is being 
done, count the number of people visit- 
ing particular departments, study the 
way goods are displayed and the man- 
ner in which they are sold. Every day 
these inspectors, so called, make regular 
trips to the stores of competitors to see 
what points can be adapted to advan- 
tage. 

One of the most constructive ways of 
progress is to make a study of com- 
petitors that are forging ahead in a sub- 
stantial way. When it is found that an 
agent is making strides he certainly has 
adopted methods that are bringing re- 
turns. He is up to date in what he is 
doing. He has chosen a course that is 
leading him into the pocket books of 


Perhaps it is some new sell- 
ing or advertising method. Perhaps 
there is striking personality. Perhaps 
the agent is a greater master of his 
business than others. One of the great- 
est benefits that supervising men can 
carry to their agents is to study the 
miethods of the most progressive local 
men and pass along good points to 
those in other cities. There is no 
monopoly in progressive and constructive 
ways of doing business. One cannot take 
body and soul the plan and program of 
a competitor and think it will work. 
Back of every man must be a person- 
ality, a will and intelligence to keep it 
in motion. However, many of the 
methods can be adapted to another 
office. One man’s inventions can be used 
as well by another. 


the people. 








PERSONAL SIDE OF BUSINESS 














Henry Brace, for several years deputy 
superintendent "of insurance in Alberta, 
has been appointed superintendent, suc- 
ceeding W. V. Newsome. 

Superintendent Brace has been the 
active head of the Alberta department 
for the past five years or more during 
the incumbency of Mr. Newsome. In 
1927 he served as president of the Asso- 
ciation of Superintendents of Insurance 
of the Provinces of Canada. 

Although Homer G. Hewitt, manager 
of the life department of Cravens, Dar- 
gan & Co., Houston, Tex., state agents 
for the Northwestern National Life, de- 
tests to use a cane in walking, he may 
have to walk down the main street of 
Houston June 1 and carry a cane clear 
to the mayor’s office. 

Salesmen of the Northwestern Na- 
tional have exacted a promise from Mr. 
Hewitt that whenever they produce 
$1,000,000 of new life insurance in any 
one month he would walk down Main 
street with a cane and make a personal 

call on the mayor in celebration. “A 
Million in May” is the slogan of the 
Texas organization and contracts are 
coming in rapidly, Mr. Hewitt said. 

The cane was recently brought to 
Houston from Cairo, Egypt, by O. J. 
Arnold, president of the Northwestern 
National, who made a trip to Europe 
last spring. 

James J. Parks, vice-president of the 
Missouri State Life, accompanied by 
W. W. Ferrier, has returned to the home 
office after visits to the general agencies 
and branches in Columbia, Kansas City, 
St. Joseph, Windsor, Sedalia and Jef- 
ferson City, Mo. Mr. Parks reports 
that the business outlook in the terri- 
tory visited is exceptionally bright, with 
prospects for a large production report 
for the month of May. 


Herbert N. Laflin, assistant counsel 
for the Northwestern Mutual Life, has 
been elected a director of the Milwau- 
kee Rotary Club. 

Albert E. Mielenz of Milwaukee, gen- 
eral agent for the Aetna Life in Wis- 
consin and upper Michigan, will leave 
May 21 with his wife and daughter for 
a trip to Alaska. He expects to be 
gone until July 1, returning in time to 
attend the Aetna conference at Colo- 
rado Springs. 


President William Montgomery of 

the Acacia Mutual Life of Washington, 

C., is leaving this week on a trip 

to the Pacific Coast. Last week he 

took a whirl through Ohio. The Acacia 

Mutual in April had its record month 
in new business. 

George Perring, an agent for the Mu- 
tual Life of New York at Janesville, 
Wis., who recently suffered serious in- 
juries in a collision between the auto- 
mobile in which he was riding and a 
limited train, has so far recovered that 
he was able to attend the annual meet- 
ing of the Gifford T. Vermillion general 
agency in Milwaukee. Mr. Perring 
promised that he would be playing golf 
again this summer. 


Col. Earl D. Church, United States 
commissioner of pensions, who was 
connected with the Travelers until he 
assumed his duties in Washington, died 
in Washington last Friday. He would 
have been 56 years old on May 24. The 
cause of death was spinal meningitis, 
brought about by a mastoid infection of 
the ear which had been bothering him 
for many weeks. Colonel Church was 
buried last Monday with military honors 
in Washington, the services being held 
in Arlington National Cemetery. 

After attending Yale University, 
Colonel Church taught school for a year 
and later went to Hartford, where he 
engaged in newspaper work. On May 25, 








1896, he became connected with the 
Travelers as private secretary to Presj. 
dent James G. Batterson. When \M; 


Batterson died in 1901 he was trans. 
ferred to the life department, and jn 
1905 was made superintendent of the 


policy loan division. Later he entered 
the casualty agency department as 
agency assistant, last spring being pro. 
moted to assistant superintendent of 
agencies, casualty lines. Colonel Church 
had a distinguished World War record, 


The directors of the Connecticut My. 
tual Life at a meeting May 9 adopted 
a resolution congratulating and felicitat. 
ing Dr. Charles D. Alton, medical ref. 
eree, on the occasion of his 85th birth. 
day. 

Dr. Alton joined the Connecticut Mp. 
tual 54 years ago, in 1876. His firs 
duties with the company were those of 
an adjuster, and in the years of service 
that have followed Dr. Alton, as medj- 
cal referee, has made valuable contribv- 
tion to the progress of the Connecticut 
Mutual through his judicious selection 
of field examiners. 

Arthur M. Hyde, secretary of agricul- 
ture and former president of the Sen- 
tinel Life, and Joseph B. Thompson, 
superintendent of insurance of Missouri, 
with others will take a three weeks 
fishing trip at Port Arthur, Tex. Mr. 
Hyde will join the party at Port Arthur 


Formal announcement was made this 
week of the dissolution of the law firm 
of Conn & Benoy at Columbus, 0. 
W. E. Benoy will continue the practice 
of law in Columbus and Judge Harry L, 
Conn, former Ohio superintendent of 
insurance, will continue his practice z 
Van Wert, 

F. P. Ebertz, president of the Sa 
Francisco Life Underwriters Associ 
tion and general agent of the Nationd 
Life of Vermont, will leave for the home 
office May 22 to attend a conference o 
general agents. On his return trip he 
will stop at Cincinnati, where he for 
merly lived, to visit his parents. He 
plans to be away until June 15. 


James A. Fulton, president of the 
Home Life of New York, who has bees 
spending some time in southern Cal: 
fornia, arrived in San Francisco May 
to visit Raymond E. Orth, manager of 
the company there. Mr. Fulton expects 
to leave for the home office later in th 
week. 

Joe A. Driscoll, district agent for th 
Mutual Life of New York, has bee 
elected president of the Oklahoma City 
Rotary Club. Mr. Driscoll is a member 
of the E. Guy Owens agency. 


Dr. W. L. Allen, ; medical director © 
the Guaranty Life, died May 8, at th 
age of 72. Dr. Allen was one of tht 
organizers of the Guaranty and has bec! 
the medical director since the outst! 


Dr. Edward Schmeideknecht, Jr. 4 
chief of the medical inspection force 0! 
the New York Life in Louisville, dit! 
May 11. 


Rev. Charles Frederick Goss, noted 
author of a few years ago and past0 
emeritus of Avondale Presbyteriat 
church, Cincinnati, died in that city la 
week. He was the father-in-law of E 
Wohlgemuth, president of THe Natio 
UNDERWRITER. 


Victor F. Pettric, general agent of tht 
Mutual Trust Life at Milwaukee, is 


idly rounding his organization im 
shape. During the first four months | 

1930 he has written appro »ximatel¥ 
$450,000 personal business and }* 
added considerably to his gene a 
agency organization. He has charge ° 


seven counties in southern Wisco" 
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He entered the life insurance business 
ten years ago, serving as agent and 
manager for several companies until he 
accepted his present position one year 


ago. 


Mrs. John L. Shuff, wife of the for- 
mer general agent of the home office 
general agency of the Union Central in 
Cincinnati, has been confined to the 
Good Samaritan Hospital in Cincinnati 
for the last week. It is hoped that she 
will be able to leave the hospital by the 
latter part of this week. 

R. E. Irish, vice-president of the Cen- 
tral Life of Illinois, has recently re- 
turned from an agency trip in Alabama 
and Florida. Mr. Irish’s family have 
also returned from Florida and he has 
purchased a home in Winnetka, II1. 

Henry D. Riesa, agency supervisor for 
the C. L. Coyner agency of the Mutual 
Life of New York for northern Illinois, 
underwent a serious major operation at 
the St. Francis hospital in Evanston two 





weeks ago. Mr. Riesa is now at his 
home convalescing. It is expected that 
he will be back on the job in about a 
week or ten days, 

Sam R. Weems, general agent for the 
Minnesota Mutual Life at Dallas, Tex., 
seems to be about to set a new record 
for “app-a-week” hustlers. He has sub- 
mitted not less than one application per 
week for 408 consecutive weeks, his to- 
tal for that time being 1,710 applications. 

Mr. Weems is president of the Texas 
Association of Life Underwriters and 
one of the best personal producers in 
Texas. 

James V. Barry, vice-president of the 
Metropolitan, and his wife will leave 
with a group of friends May 31 on a 
motor tour of the British Isles. 


William J. Graham, vice-president of 
the Equitable of New York, was elected 
president of the American Management 
Association at its annual meeting in 
New York this week. 








LIFE AGENCY CHANGES 














NAME BOYD GENERAL AGENT 


New England Mutual Selects Well 
Known Man for Brooklyn and 
Long Island 





The New England Mutual has ap- 
pointed Samuel A. Boyd general agent 
in Brooklyn and Long Island, effective 
June 1. His offices will be at 16 Court 
street, Brooklyn. 

Mr. Boyd, a New Yorker, is well 
known among life insurance men in and 
adjacent to New York, having been in 
the business since 1915. He first was 
in the field as personal producer, and 
later was branch office cashier. In the 
last five years he has been agency su- 
pervisor for the Johnson & Collins 
agency, one of the leading agencies of 
the Travelers. 

Mr. Boyd has addressed many agency 
groups in New York and New Jersey, 
and has written several articles on in- 
surance. He has established a fine rec- 
ord in training and developing new 
men, and has conducted classes of in- 
struction for several years. 





G. V. Paxton, A. R. McKittrick 


Glen V. Paxton, formerly assistant 
manager of the San Francisco office of 
the Missouri State Life, has been trans- 
lerred to Oakland as manager, succeed- 
ing Thomas R. House, who recently 
resigned to become general agent of the 
Pacific Mutual at Memphis. Alan R. 
McKittrick, one of the leading produc- 
ers of the San Francisco agency, has 
seen appointed agency special and will 


_ assume Mr. Paxton’s duties. 


| 


? 


R. W. Whitfield, W. A. Hayes 


R. W. Whitfield has been appointed 
branch office secretary in New Orleans 
for the Sun Life of Canada. Mr. Whit- 
held joined the Sun Life at the head 
office nearly six years ago. He was 
transferred to Newark later and subse- 
quently became active branch secretary 
at Jersey City. He served in a similar 
Capacity at Birmingham where a year 
ago he received his appointment as 
ranch secretary. 

H The vacancy created by the promo- 
tion of E. C. Bloodworth to the man- 
agement of the New Orleans branch 
omce for the Sun Life of Canada has 
been filled by W. A. Hayes, now agency 
4ssistant at St. Louis. : 


Harry W. McQueen 


want _W. McQueen has been ap- 
ion eC manager of the Rockford, Ill. 
a. — of the Berkshire Life, ef- 
nt June 1. Mr. McQueen, who at 
- fe resides in Elgin, Ill, was man- 
fn or the Kresge stores in Peru, Ind., 
Ta number of years. 








FREDERIC W. FULLER RETIRES 





Hewitt Takes Boston General Agency 
for Equitable—Metcalf Is Spring- 
field Manager 


Frederic W. Fuller, for 32 years gen- 
eral agent of the Equitable Life of New 
York in Springfield, Mass., and Boston, 
is retiring as general agent. He joined 
the company in 1898 in Springfield with 
Frederic P. Trask and started the Fuller 
& Trask agency. Mr. Trask retired in 
1903 and the agency has since been 
known as the F, W. Fuller agency, a 
branch office being established in Bos- 
ton in 1911. Mr. Fuller will continue 
to look after his personal production, 
but desired to be relieved of executive 
responsibilities. 

He will be succeeded in the Spring- 
field office by Albert A. Metcalf as 
agency manager and Clark L. Richards 
as associate manager. The Boston of- 
fice will be taken over by William E. 
Hewitt, formerly associate general 
agent, as general agent and manager. 

Mr. Fuller is a past president of the 
Western Massachusetts Life Underwri- 
ters Association and of the Equitable 
General Agents Association and has 
served on the executive committee of 
the National Association of Life Under- 
writers. 

Mr. Hewitt has long been one of the 
best known and most successful gen- 
eral agents in Boston. He entered the 
Fuller agency in Springfield as a solici- 
tor. He was sent to Boston in 1911 to 
open up a branch of the agency and be- 
came associate general agent in 1916. 
Mr. Hewitt has made a remarkable rec- 
ord as an individual producer and an 
agency executive. He recently com- 
pleted a successful year as president of 
the Boston Life Underwriters Associa- 
tion. 


Earl L. Lambeau 


Arthur J. Butzen, general agent of 
the Massachusetts Mutual Life at Mil- 
waukee, has appointed Earl L. (“Curly’’) 
Lambeau as district manager at Green 
Bay, Wis. Mr. Lambeau is very well 
known throughout the United States as 
the organizer and captain of the Green 
Bay Packers football team which won 
the world professional football cham- 
pionship in 1929. Mr. Lambeau grad- 
uated at Notre Dame. During April 
Mr. Lambeau produced 19 applications 
for a total of $71,000 business. 


Walter A. Craig 


Walter A. Craig has been appointed 
general agent for the State Mutual Life 
of Massachusetts at Philadelphia, suc- 
ceeding J. Elerick Willing. Mr. Craig 
was formerly a star athlete at the Uni- 

















An announcement of NWNL’s 
new Modified Life Policy with 
Adjustment Privileges —a_ non- 
participating policy with life 
expectancy computed on the 
modern American Men Table. 


“‘Prosiem 


OLVED 


O meet the insistent demand for a plan of life insurance 

which permits the insured, in the early years of the con- 
tract, to carry his insurance at a premium lower than is 
ordinarily charged for a Whole Life policy, and still pro- 
vide him with insurance for his entire lifetime, the North- 
western National Life has brought out its new Modified 
Life Policy with Adjustment Privileges. 

This policy is issued at a premium only slightly higher 
than that for term insurance, with the AUTOMATIC adjust- 
ment to a permanent premium postponed for many years. 
However, the privilege of adjusting to a permanent rate on 
very favorable terms is available from the tenth year. 
Whether the policyholder waits for the automatic adjust- 
ment or takes advantage of the privilege of earlier adjust- 
ment, the change when made is to a rate substantially 
lower than the NET American Experience rate at the at- 


tained age. 


Use of American Men Table 


The automatic adjustment is fixed at seven years prior to 
the life expectancy of the insured according to the new 
American Men Table of Mortality. At that age, also, in- 
stead of the automatic adjustment to a permanent Whole 
Life plan for the full face amount, he is privileged to re- 
duce the amount of insurance on the Whole Life plan and 
pay a premium approximately the same as the original pre- 
mium. Or if he desires he may pay exactly the original 
premium and continue the policy in force for its full orig- 
inal principal amount for the balance of his life expec- 
tancy period, and then receive its then cash value. 


It is interesting to note that for the purposes of this 
policy, life expectancy is calculated on the modern Ameri- 
can Men Table, making this period longer than if the 
American Experience Table had been used. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioent 


STRONG-> Minneapolis. Minn. ~ LIBERAL 
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Prospects A\re Interested 


We offer you the following facilities which interest 
your prospect in our company and agency. 


A company that offers an unusual direct 
mail prospect campaign. 


An outstanding, beautiful agency home in 
which to work and bring your prospects. 


The opportunity to associate yourself with 
successful underwriters. 


An atmosphere of friendly cooperation in 
which to work. 


A fully equipped agency medical department. 
Men interested in becoming successful Life Under- 
writers or those desiring new connections with 


an aggressive well-known agency should write in 
confidence. 


Darhy A. Day Agency 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bldg. State 5200 


CHICAGO, ILLINOIS 


ee 
MODERN PROTECTION 


In accordance with its progressive plan for up 
to the minute service to policyholders and agents, 
the United Life and Accident Insurance Company 


ANNOUNCES 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty pay- 
ment endowment at age 85. Additional benefits 
are also issued with these contracts which pro- 
vide for waiver of premium in the event of death 





or total and permanent disability of the premium 
payor. 
For complete information write direct........ 


and directly 
EUGENE E. REED, Vice-President 


UNITED LIFE AND ACCIDENT 


INSURANCE COMPANY 
United Life Building Concord, New Hampshire 





versity of Pennsylvania and has been 
in the life insurance business in Phila- 
delphia practically since graduation. He 
has a fine production record, largely with 
the Mutual Benefit. 


T. L. Sherrill 


The Great Republic Life has ap- 
pointed T. L. Sherrill of Oklahoma City 
general agent for Oklahoma, with head- 
quarters in the Braniff building. He 
succeeds A. M. Gooch, who recently 
resigned to go with the Oklahoma Life. 

Mr. Sherrill has been with the Central 
States Life as agency supervisor in 
Oklahoma for two years and was for- 
merly with the Aetna Life, Oklahoma 
City office. 








George H. Tracy 


George H. Tracy has been appointed 
manager for the Fidelity Mutual Life 
in eastern Massachusetts. The past 
year Mr. Tracy has been president of 
the Boston Life Underwriters Associa- 
tion. He is a graduate of Brown Uni- 
versity. He was a teacher in Danbury, 
Conn., and until he entered insurance 
was superintendent of schools there. 

He succeeds Charles R. Tripp, who 
is retiring after 21 years service with the 
Fidelity Mutual, on account of a break- 
down in health. 

Mr. Tracy has been general agent in 
Boston for the United Life & Accident 
for several years. 


H. B. J. Meyer 


H. B. J. Meyer, who has been in the 
insurance business in Omaha for the 
past 12 years, has been appointed 
Omaha manager by the Lincoln Na- 
tional Life. His office will be at 940 
First National Bank building. 








C. D. Erberich 


Charles D. Erberich, 406 Merchants 
bank building, Fort Smith, Ark., has 
been appointed general agent of the 
National Savings Life. 





Thomas E. Rogers 


The Peoria Life has appointed 
Thomas E. Rogers as supervisor of 


— 


the company’s Michigan agency, folloy. 
ing the resignation of State Manage, 
H. E, Van de Walker, who has gon 
with the American Life. For 13 year; 
Mr. Rogers has been a producer for the 
Peoria Life, having recently been map. 
ager at Flint, Mich. 





Chester N. Horn 


Chester N. Horn, formerly genera) 
agent for the Bankers Reserve 
Omaha, has resigned to become agency 
manager of the Central Life of Illinojs 
for northern Florida. 





Rutten Insurance Agency 


The Central Life of Lllinois will be 
represented in Minot, N. D., by L. M 
Rutten and F. G. Rutten, partners in the 
Rutten Insurance Agency. This agenc 
formerly represented the Northwestern 
National Life. 





Lee R. Aitchison 


Lee R. Aitchison has been appointed 
assistant manager of the Michigan divi- 
sion for the United Benefit Life. For 
the past three years Mr. Aitchison has 
been connected with the Memphis 
branch office as claim auditor. 





John A, Bumstead 


John A. Bumstead, for two years city 
manager of the Columbus, O., office of 
the Equitable Life of New York, has 
been made assistant agency manager 
under Manager Harry A. Chipman 





Life Agency Notes 


The Union Cooperative of Washington 
has opened offices in New Orleans at 918 
Maritime building with Carl F. Metzner 
in charge. 

The territory of Guy J. Gay, manager 
of the Denver branch of the Sun Life of 
Canada, has been extended to include 2 
counties in western Nebraska, 

Carey B. Gardiner of Fort Smith, Ark 
has been appointed district manager for 
the Aetna Life by L. E. Throgmorton 
state manager. 

L. A. Volan, agent at Los Angeles of 
the Acacia Mutual Life, has been ap- 
pointed unit manager for the company 
under C. K. Warren, agency supervisor 


in the same field, succeeding J. H. Ande 





resigned. 














EASTERN STATES ACTIVITIES 











NOTABLE SPEAKERS LISTED 





Record Attendance Indicated for Mary- 
land-District of Columbia Congress 
at Baltimore 





BALTIMORE, May 15.—Acceptances 

received by B. Leo Talley, chairman of 
the registration committee, indicate that 
attendance at the Maryland-District of 
Columbia sales congress here will be 
the largest in its history. 
Speakers are: James E. Kavanagh, 
vice-president Metropolitan Life, “Get- 
ting Signatures to Applications’; Guy 
B. Horton, attorney National Life of 
Vermont, “Legal Factors in Insurance 
Settlements”; Tressler W. Callihan, 
manager of agencies John Hancock Mu- 
tual Life, “A Complete Life Insurance 
Program”; Vincent B. Coffin, director 
of education Penn Mutual Life, “The 
Secret of Selling’; A. Rushton Allen, 
general agent Union Central Life, Phil- 
adelphia, “Business Insurance Agree- 
ments”; M. Nelson Bond, general agent 
Travelers, Baltimore, “Twenty-three 
Years of Observation”; Louis F. Paret 
and Edwin R. Sumner, Louis F. Paret 
agency Provident Mutual Life, “Sales 
Resistance.” 


Connecticut General Club Elects 


Officers were elected by the Connecti- 
cut General Club, home office organiza- 
tion, at a banquet in Hartford. E. S. 
Hildebrand was elected president; Ma- 
rion Hollister, vice-president; Dorothy 
O’Mara, secretary; Albert Kalber, 








Originators of Life and Accident insurance united in one policy. 1 | 


urer. Count Felix von Luckner was the 
speaker. 





Equitable Life’s Four Months 


The increase in paid business for the 
first four months of 1930 for the Equita- 
ble Life of New York’s eastern depart- 
ment is $12,895,000. The April paid 
business of the eastern department was 
more than $1,000,000 in excess of that 
paid for in the corresponding period o 
1929. 








Central Western 
State News 














DAY AGENCY FORGES AHEAD 





Returns to Million a Month Production, 
After Experiencing Slump Fol- 
lowing Market Crash 





The Darby A. Day agency of the 
Union Central in Chicago, after expert! 
encing a fall in production which was 
general for most agencies following the 
stock crash of last year, has worked 
back to a $1,000,000-a-month rate. The 
agency wrote $1,855,000 business ™ 
April and paid for $1,025,000. It has 
written $5,290,000 in the first four 
months and paid for $3,025,000. In the 
first ten days of May it wrote $500,000 
and paid for $400,000. Byron C. Howes, 





financial secretary; R. M. Burr, treas- 


associate manager, while spending most 
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of his time in office detail, has paid for 
$363,000 in the first four months and 
wrote $180,000 in the first ten days of 
May. 


O’Leary’s District Celebrates 


The Chicago west district of the 
Western & Southern Life under Super- 
intendent John J. O’Leary held a mil- 
lion dollar banquet in celebration of 
the million dollars of ordinary written 
by the district during the past year. 
Superintendent O’Leary acted as toast- 
master. 





Parsons Visits Agencies 


Arthur C. Parsons, vice-president of 
the Pacific Mutual Life, was in Detroit 
last week visiting the agency of Lee V. 
Scheuer. Mr. Scheuer was celebrating 
the fourth anniversary of the establish- 
ment of his agency. While on the trip 
Mr. Parsons visited also the Joseph 
Gantz agencies in Cincinnati and Co- 
jumbus and proceeded on to New York. 





Apps Lost in Air Crash 


Had it not been for the destruction 
of about $30,000 in applications, the 
A. A. Drew agency of the Mutual Bene- 
ft Life in Chicago would have enjoyed 
its record month for all time in April. 
As it was the Drew agency produced 
nearly $1,987,000 during April, which 
was the record April for that agency 
and its second largest month for all 
time. 

Seventeen men and one woman from 
the Drew agency have qualified for the 
company’s home office convention in 
Newark on June 23. In addition Mr. 
Drew has the right to designate six 
more producers to attend the convention 
because the agency produced more than 
$10,000,000 during the year ended May 1. 





Pays for $890,000 
The Columbus branch of the Mutual 
Benefit Life paid for $890,000 of new 
business for the ten weeks ending May 
1. W. H. Brown is manager. 





Actuarial Club Closes Season 


The Actuarial Club of Indianapolis 
held its last spring meeting May 13. 

Charles H. Beckett, actuary of the 
State Life, was scheduled to speak on 
“Underwriting with Particular Refer- 
ence to Rating of Risks,” followed by a 
general discussion of the same topic. 





Fowler Addresses Credit Men 


L. D. Fowler, general agent of the 
Connecticut Mutual at Ft. Wayne, Ind., 
spoke on “Life Insurance and Its Rela- 
tion to Credits” at the monthly dinner 
meeting of the Fort Wayne association 
of credit men. “We have come to real- 
ize that the all potent factor in every 
business, whether that of the individual 
or that of a great corporation, is man- 
agement brains,” he said. “That credit 
which makes the wheels go around is the 
result of character and reputation of 
those brains. The business of the world 
is dependent almost entirely on the 
maintenance of credit relations among 
men. If we lose sight of this fact, its 
truth is brought to us again by some 
financial depression, panic, labor strike 
or war. Adequate life insurance is an 
ideal backing for credit relations.” 








Missouri Valley 
State News 





—__ 


AGREES WITH COMMISSIONER 











Union Central Life Medical Director 
Upholds Examinations at Lincoln 
Agency Meeting 





LINCOLN, NEB., May 15.—Addres- 
sing the agency meeting of the Union 
Central Life qperstes by A. R. Edmis- 
ton & Sons, . William Pauli, of the 








medical department, endorsed the posi- 
tion of Commissioner Dort that medical 
examinations should precede the issu- 
ance of policies. He said that while 
the health tests and periodical examina- 
tions of policyholders have greatly im- 





proved the public health, examinations 
of applicants are important because 
they disclose impairments in_ their | 
early stages, which has an influence | 


Bishop | 


upon mortality of policyholders. 


E, S. Shayler of the Protestant Epis- 
copal Church said that business needs 
more sentiment injected into it, and 
some of the dollar chasing eliminated. 
He said it was through the mingling of 
sentiment with the life insurance busi- 
ness that agents would gain that inter- 
est in their work that is emphasized by 
the feeling of work well done and which 
results in financial rewards for well done 
work. 

Jerome Clark outlined plans for the 
year. A. R. Edmiston and R. H. Ed- 
miston also spoke. 


Klingman Agency Convention 


For the first time in three years the 
Klingman agency of the Equitable of 
New York will hold a convention in 
St. Paul Aug. 21-23. About 400 quali- 
fied agents are expected to attend. 
W. W. Klingman, vice-president of the 
Equitable, and other home cffice execu- | 





| tives will attend. For the four months 


this year the Klingman branch exceeded 
its allotment by $3,500,000. 





Nelson Agency Progresses 


The Iowa state agency of the Equit- 
able Life of New York, M. C. Nelson, 
manager, paid for $6,615,040 of new 
business the first four months of 1930, 
an increase of $2,105,479 over 1929. In 


April the agency wrote $1,736,783 of 
business, a gain of $680,061 over April, 
1929, 





Nebraska Refuses Nuptial Plan 


Commissioner Dort of Nebraska has 
refused to approve the articles of in- 
corporation of the Homebuilders Foun- 
dation of Waco, Tex., which applied for 
permission to do business in Nebraska. 
The foundation is a marriage benefit 
association. Mr. Dort based his opin- 
ion on the fact that the insurance de- 
partment of Texas has ruled that the 
foundation is not an insurance company. 
The attorney general must now render 
his opinion. 


Open New Wichita Offices 


The Wichita district of the Equitable 
of New —_ Kansas City agency, man- 
aged by B. Jackson, opened new of- 
fices in new Central building last 








Saturday. Agency Manager A. M. 
Embry and T. Howard Groves attended 
from the Kansas City office. 

Mr. Embry and Mr. Groves also spoke 
at the Wichita Life Underwriters As- 
sociation meeting Saturday. 





Clark Visits Iowa Agency 


Jesse R. Clark, Jr., president of the 
speaker at a meeting of the Des Moines 


speaker at a meeting of Des Moines 
agency. 
Other guests from the home office 


imcluded W. H. Cox, secretary, and W. 
F. Hanselman, assistant superintendent 
of agents. Fred G. Appelquist ts man- 
ager of the Des Moines office. 





Mutual Benefit Agents School Held 


The Mutual Benefit Life held an 
agents’ training school in Davenport 
with Charles L. Sykes, field supervisor 
from the home office, directing the 
course of study. 





Missouri State Agents Meet 

Fifty-five Iowa agents of the Mie- 
souri State Life spent last Friday in 
Des Moines attending a semi-annual 
state meeting. John J. Moriarty, wice- 
president; C. O. Shepherd, second vice- 
president, and Herbert Samuels, assist- 
ant secretary, were present, 
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N ARCHITECTURAL LANDMARK OF DIGNITY AND BEAUTY, this building 
Its 3,800 employees enjoy the maximum of good 
sunlight and quiet possible in the intense life of Manhattan, as well as 20th Century 
utilities and convenience that multiply human efficiency in the day's work. 


New York Life Insurance Company 
Madison Square, New York, N. Y. 


DARWIN P. KINGSLEY, President 
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Don’t Be a“Glad-Hander” 


You know who they are. 
You meet them every Election Day. 
Some call them ward heelers. 


They may forget you during the 
rest of the year, but when the 
voting is on they have a hand- 
shake and a slap on the back 
for you. 


Something like the life insur- 
ance salesman who forgets a 
policyholder after the policy 
is delivered. 


—And sometimes remembers 
him when renewals fall due. 


The Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


Participating and Non-Participa wnttstpetiog Delis Policies Men and Women on Equal Terms—Total 
Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Chibs 


If You Are Ready for a General Agency snap There 30 Desirable T 
1OWA_NEBRASKA_MINNESOTA—AND SOUTH DAKOTA 


THE OLD LIN 
CEDAR RAPIDS LIFE INSURANCE 4 COMPANY 


COL. C. B. ROBBINS Pra. re oe  euesene, Gen. 
CEDAR RAPIDS, IOWA 


Open in 








66 HAT wy Say” by J. B. Duryea .—Actual interviews of a big success- 
W ia life insurance salesman, illustrating every step in the sale, how 
i obtain prospects; how to secure the information needed about 
prospects; how to turn objections into closing arguments; how to analyze 
the prospect’s needs, his views and prejudices; how to present your proposi- 
tion to various kinds of prospects. Price $1.50. 
Order from the National Underwriter, A1946 Insurance Exchange, Chicago. 




















IN THE SOUTH AND SOUTHWEST | 








NEW COMPANY SCRUTINIZED 





Lincoln Security of Arkansas Examined 
by Insurance Department Actuary 
—G. M. Prater Heads Concern 





Bruce C. Bullion, Little Rock insur- 
ance attorney, and former insurance 
commissioner, has been appointed re- 
ceiver for the Lincoln Securities Life of 
Eureka Springs, Ark. 

An examination of the Lincoln Secur- 
ity has just been concluded by the Ar- 
kansas insurance department but the re- 
sults were not made known. Commis- 
sioner Floyd has made the following 
statement: 

“The Lincoln Security Life was 
licensed as a legal reserve stock com- 
pany on Nov. 13, 1929, with its home 
office at Little Rock but has not engaged 
in business until now. Its principal of- 
fice has been moved to Eureka Springs 
and it is being reorganized. 

“The reinsurance contract between the 
Citizens Life and the Lincoln Security 
Life was approved by the insurance 
commissioner of Alabama on Nov. 22, 
1929, and later by this department. 

“Its assets consist largely of loans on 
real estate and to determine the finan- 
cial standing F, M. Speakman of Phila- 
delphia, actuary for this department, has 
been directed to conduct an examination. 
The officers of the company are: G. M. 
Prater, president; W.°G. Barker, vice- 





president, and E. E. Randel, secretary, 
all of Eureka Springs, Ark.” 

The Lincoln was capitalized at $100, 
000 and has over $4,000,000 of ordinary 
life insurance in force. Its assets as of 
Dec. 31, 1929, are approximately $1, 
500,000. 

Mr. Bullion will determine what steps 
should be taken to liquidate the affairs 
of the company. He said it may be pos. 
sible to reorganize the company or to 
reinsure its business without loss to in- 
surance holders. 





Home Office Conference Held 
A conference of north Alabama and 


Tennessee agents of the All-States Life f 


was held at the home office in Mont- 
gomery last week to introduce the new 
sales book to the leading producers. 





Seaboard Opens Home Office Agency 


The Seaboard Life of Houston, Tex, 
has created a home office agency with 
Col. Ike Ashburn as manager. The 
new agency will operate in territory 
adjacent to and including Houston. 

Colonel Ashburn was for several 
years vice-president and general man- 
ager of the Houston chamber of com- 
merce. He quit that position several 
months ago to take up industrial de- 
velopment work. He succeeds George 
Woods, who has gone back to the 
George Woods Insurance Agency, a 
former business connection. 











PACIFIC COAST AND MOUNTAIN 
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TWO GENERAL AGENTS NAMED 





Vice-President Harrison of Atlantic Life 
Makes New Appointments While 
on Coast Trip 





William H. Harrison, vice-president 
and agency director for the Atlantic 
Life, has returned to Richmond after a 
six weeks’ agency trip to Chicago, Min- 
neapolis and the Pacific Coast. 

In San Diego he appointed J. O. 
Heath general agent there. Mr. Heath 
was formerly regional sales manager for 
the Bankers Life and then manager for 
that company in Denver. Later he made 
his residence at Santa Ana, where he 
has not been active in business for some 
time. 

Mr. Harrison also wound William 
B. Rhoades manager for San Francisco 
and San Mateo counties. Mr. Rhoades 
has been a general agent at San Jose 
for the West Coast Life, which position 
he resigned to go to San Francisco for 
the Aetna as supervisor and later per- 
sonal producer. 

The Atlantic Life entered California 
and Oregon about two months ago. 
During Mr. Harrison’s absence the At- 
lantic Life conducted a special campaign 
in his honor with the result that the 
largest April in the company’s history 
was attained. On May 1 the Atlantic 
Life celebrated its 30th anniversary. 





Aron Leads in State Life 


A. Leslie Aron of the San Francisco 
office of the State Life of Indiana led 
all the company’s agents in the United 
States in April. This record is more 
remarkable, in view of his production 
of $576,000 new business in March, when 
he also led Class A producers. He also 
led in this class in February. He has 
been associated with the Arthur J. Hill 
agency for 12 years, and has made an 
outstanding production record. He is 
campaign manager throughout Califor- 
nia this month in the “Hill Month” 
drive being carried on by all members 
of the California agency. Mr. Hill’s 
birthday is May 20. 








ECKER NOW ON WEST COAST 





Series of California Staff Meetings 
Arranged—To Return After 
Canadian Visit 





Frederick H. Ecker, president of the 
Metropolitan, was scheduled to arrive in 
Los Angeles May 15 for a series of 
meetings with approximately 500 field 
representatives in southern California. 
He is accompanied » 4 Francis O. Ayres, 
first vice-president; F, C. Fiske and 
Ernest H. Wilkes, ree vice-presi- 
dents; Frederick J. Williams, third vice- 
president in charge of Pacific Coast 
field, and John H. Almy, superintendent 
of agencies. 

Agency conferences will be held in 
Los Angeles May 15-16, staffs at the 
first meeting being those at Belvedere, 
Pasadena, Los Angeles (North), San 
Diego, Glendale, Pomona, Bakerstield, 
Santa Monica, Long Beach and Los 
Angeles (East). Attendance the second 
day will consist of staffs from Los 
Angeles (South), Wilshire, Imperial 
Valley, Santa Barbara, University, San 
Pedro, Huntington Park, Los Angeles 
(West), Santa Ana and San Bernardino. 

It is understood that while in Cali- 
fornia Mr. Ecker plans to visit Yosem- 
ite National Park, Pebble Beach and 
Del Monte, arriving in San Francisco 
May 27 to hold agency meetings there, 
and subsequently visiting Portland, Spo- 
kane and Seattle, where the final agency 
conference will be held June 5. Several 
stops will be made in Canada. 


Los Angeles Office Produces Million 


The Los Angeles branch of the Mis- 
souri State Life with 67 agents, pro- 
duced $1,000,000 of new business in 
April. George E. Faire was the leader 
with $316,000, while Alec Wallace was 
second with $115,850. 


Griswold With Northern Life 


Paul T. Griswold has resigned as 
northwest manager for the “Underwrit- 
ers Report” of San Francisco to join 
the Northern Life of Seattle as assistant 
superintendent of agency service. 
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Chicago Life Trust Club Holds Clinic 
on Highly Technical Estate Problems 
With Objective of Educating Members 


\n unusual life insurance “clinic” is 
being held once a month in Chicago by 
the Life Insurance 
at each meeting several members ana- 
lyze an assigned problem and present 
writtén recommendations carefully 
prepared as if they were attempting to 
sell a large line to a real prospect. 

lhe analyses are prepared in bound 
form, including discussion by members 
on the proposals, with the thought that 
a fine hbrary on a great variety of life 
estate problems will be built up, from 
members may draft proposals for 


as 





which 

real prospects that represent the com- 
bined opinion of some of the most 
highly trained life insurance men in Chi- 


cago specializing on estate and business 


cover. 


Tricky Problem Outlined 
for Analysis by Members 


rhe problem at the 
presided over by H. T. 
dent, was that of a man 
living, one daughter age 25, married to 
a naval officer; one son age 29, a physi- 
and with an estate totaling $750,- 


second meeting, 
Powers, presi- 
53 with a wite 


Clal 
000 consisting of $1,500 average bank 
balance, $120,000 stock and bonds, $75,- 


000 each, value of homes in Illinois and 
Wisconsin; $50,000 notes receivable, 
$430,000 stock in own close corporation 
which is 80 percent of capital stock book 
$14,000 current liability and $70,- 
insurance, of which $60,000 is 
on income plan to wife for life and $10,- 
000 payable to estate. 

r} man’s will carries 


Lie 


value; 
000 life 


special be- 


quests of $5,000 apiece in bonds not de- | 





ved to a nephew in Portland, Ore., 


scr 


two nieces in Trenton, N. J., and Chi- 
cago, and executor, in lieu of fee. Will 
provides that $50,000 notes receivable 
are to be cancelled by executor and 


iven to promissor, $50,000 each goes to 
son and daughter, and residue to wife if 
living, otherwise to children, share and 
share alike. 
Operates Foundry with Five 
Employes as Stockholders 
e man’s income is $60,000, part sal- 


ary and the balance from business and 
nvestments. His business is a foundry 


! 


Trust Club in which | 





in which five employes who have been 
with him for 10 to 20 years hold 20 
percent of the stock and he holds the 
rest. 

lt was immediately pointed out that 
the estate was arranged in a dangerous 
and slipshod way. A $5,000 tax would 
apply on the $50,000 notes receivable 
because this would be considered a gift 
to a stranger, coming under highest 
bracket. Also no life insurance provi- 
sion was made for son and daughter and 
there was no assurance of sufficient as- 
sets at death to fulfill the bequests. 

Some members said the greatest prob- 
lem was in the business arrangement, 
which would undoubtedly suffer heavily 
it death of the man, and one great need 
seen was cash to retire the stock when 
that occurred. One member proposed 
$430,000 life insurance for this specific 
purpose and $250,000 additional to re- 
store the man’s economic value to $835,- 
ood, 


Depreciation Would Be 
Approximately $85,000 


His total estate less liabilitics was es- 
timated to be $841,000. Estate taxes 


would be $41,889 and his last year’s in- 
come 


tax over $6,000, making total taxes 
Administration cost was set at 
making depreciation $83,158. 


ne member suggests setting up a tes- 
tamentary trust to handle entire estate, 
and a life insurance trust, present life 


to lump sum 
and that addi- 
for a_ stock 


nsurance being changed 
payable to trust company, 
tional insurance be used 
purchase plan. 

Another member finds the man is giv- 


ing his wife 77 percent of his prop- 
erty and his business gives him 83 per- 
cent of his income, but although his 


business accomplishment is considerable 
his outside investments are small in rela- 
tion to his income and net worth. On 
the business side this member believes 
the 80 percent share in the business is 
too large to promote maximum incentive 
of the five employe-stockholders and the 


business is too small to attract outside 


capital, so the problem is that of creat- 
ing a market for the man’s stock. 
Under the provisions of the will and 
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as a result of the approximate $90,000 
shrinkage on death, all the assets but 
home and business would be used up, 
the wife being left with approximately 
66 percent of the stock, the daughter 
and son each 7 percent, and five em- 


This member's rec- 
$350,000 10-year 


ployes 20 percent. 
ommendation is to buy 
endowment, including conversion of 
$70,000 insurance in force; second, that 
the man reduce his share in the business 
by sales of stock over ten years to em- 
ployes who qualify to carry on the busi- 


ness; third, a testamentary trust, a life 
insurance trust and a life insurance set- 
tlement. The sales arguments sug- 
gested by this member are: 1. How 
would you get your money out of this 
business when you are ready to retire 
or in case of premature death? 2. How 


can you balance your investment in this 
business which must be classed as spec 


ulative, except through the efficacy of 
life insurance? 
Program of Diversification 

Maintains Stock Control 

It is pointed out that since the man 
and his wife are largely dependent on 
income from his business he should have 
some plan of gradual diversification 
which would not destroy his control of 


his business. Arguments for the recom- 
mendations are: 1. A certain way of 
providing funds for permanent income 
for the man or his wife; 2. to capitalize 
present value of potential saving power 
of next ten years; 3. as a form of prop- 
erty which he may control as long as he 
lives and yet have title pass direct with- 
out going through probate, and exempt 


from the more burdensome inheritance 
tax; 4. to provide diminishing indem 
nity in combination with a conservative 
investment program, with a relatively 
lower outlay for the insurance factor, 
and 5, to hedge against the uncertain 
value of the business investment in the 
event of an early death. 

Creation of a trust under the will 
would avoid second probate and would 
reduce taxes at the man’s death ap- 
proximately $25,000 beside conserving 
interest of and providing income for 


wife and daughter. 

Ihe insurance would 
vear and in 10 years ) 
$320,000 with accumulated dividends. It 
is pointed out that any additional in- 
crement annual income would be 


cost $29,000 a 
would grow t« 


ol 


subject to federal income tax of about | ance 


19 percent and it would take $25,000 | 





a year at 5% percent to accumulate 
$320,000. Thus the indemnity factor in 
the life insurance investment program 


would cost but $4,000 a year. 

Another member suggests creation of 
a joint tenancy of Illinois real estate 
and that title to Wisconsin residence be 
put in a trust company there, eliminating 
administration expense. He calculates 
the amount subject to federal estate tax 
at $725,925, less specific exemptions, or 
$625,925, to which is added taxable por- 
tion of life insurance, making $655,925. 
With 80 percent exemption for federal 
estate tax, $5,171 tax would be payable 
to the government. Tax on specific be- 
quests to son and daughter would be 
$1,200 apiece and tax on residue to 
widow $31,000, total state inheritance 
tax $38,270 and total shrinkage $99,016, 


Declare Hidden Shrinkage 
Would Result from Will 





[wo serious errors in the present ar- 
rangement are pointed out, namely—re- 
quirement for ancillary administration 
through property being in two states, 
and the fact that specific bequests are 
a cash liability against the estate and 
would require sale of property to fill 
them, thus producing a second shrink- 
age, which pes not be estimated. 

Another member declares it is doubt- 


ful whether $750,000 real money could 
be realized from the estate, and that as 
it is arranged undoubtedly great shrink- 
age would occur, largely because the 
vife probably knows little about the 
foundry business, but yet at her hus 
band's death would be solely in charge. 

Chis man recommends that the foun- 
dryman insure his life, making a sub- 
stantial part of it liquid, with right to 
present employes to buy wo of 
stock at his death, and leave it open 


so other employes could be considered in 


future, the agreement to be binding on 
executor or trustee and heirs at law 
Large Possibilities for 

Insurance Shown in Plan 

Provision would be made to insure 
their lives after his death to secure 


payment of the balance of purchase price 
of the insurance and stock to be 
security for the balance obligation. 
Che man does not possess sufficient cap- 
ital to absorb depreciation of the estate 
and maintain it at par, and life insur- 
should be written for this purpose 
It is emphasized both by members and 
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The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 
him. Life insurance field work is a business, and subject to the principles 
of general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. 


Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and_ undivided 
Lire INSURANCE COMPANY 
conditions to its field workers, Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 


Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


of New York 


Isn't this merely natural and 


or New York affords such 
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A. GLOVER & CO. 


° Consulting Actuaries 
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ARRY C. MARVIN 
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Consulting Actuary 
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St. Le, pee 
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OKLAHOMA 


J. McCOMB 
e COUNSELOR AT 
CONSULTING ACTUARY 
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and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
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Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an extensive 
program of expansion in California. The Los An- 
geles agency welcomes you and offers modern con- 
tracts in an agency using the most up-to-date 
methods, Write us about our ‘‘Adaptation Plans.”’ 
Roy Ray Roberts, General Agent, State Mutual Life 
Assurance Company, Roosevelt Bldg., Los Angeles. 











a banker in charge of a life trust de- 
partment that care should be taken not 
to smother such prospects with huge 
programs, but if the first proposal is 
merely to cover shrinkage it probably 
could be sold and the prospect later 
would stand more insurance. The banker 


advises against trying to get a complete 
program all at once, stating there is no 
question but that sooner or later if a 
conservative proposal is made life insur- 
ance men will be covering values of 
stocks, and funding other business ar- 
rangements with life insurance. 
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SELECT SIMON FOR OFFICE 


New York Association Nominates 
Noted Producer-Author for Presi- 
dent—Equivalent to Election 


Leon Gilbert Simon, million-dollar 
writer for the Equitable life of New 
York and eminent as author, educator 
and association worker, will head the 
New York Association of Life Under- 
writers for the coming year. Mr. Simon 
was nominated for the presidency at 
the meeting Tuesday evening and that 
is tantamount to election, as the official 
action is taken at the June meeting in the 
association offices and the approval of the 
last general session is never questioned. 
The new administration takes office in 
June and will have charge of the first 
fall meeting in September. 

Is Big Writer 


Mr. Simon is one of the outstanding 
life underwriters of the country. 
Though active in many avenues of the 
work, he has always remained in the 
field with the rate book and for 12 
years has paid for over $1,000,000 an- 
nually, his last year total being $2, 
000. In spite of his production efforts, 
he has always found time to give freely 
of his time to the upbuilding of life 
insurance, being well known as a lec- 
turer and teacher on the subject. Being 
an authority on tax and business in- 
surance, he is in demand for platform 
analyses of these subjects and only re- 
cently scheduled a coast to coast speak- 
ing tour among local associations. 


Author of New Book 


27,- 


Mr. Simon is also widely known for 
his writings, having written a compre- 
hensive book on inheritance taxation and 
a new book on business insurance only 
this month coming from THe NATIONAL 
UNDERWRITER press. This new book is 
one of the most thorough texts on this 
new development of life underwriting 
ever undertaken. To add to his duties, 
Mr. Simon has always been active in 
association work, both local and na- 
tional, and during the past year has 


been chairman of the executive commit- | 
chairman of | 


tee of the local unit and 
the program committee for the National 
association 1930 convention at Toronto. 
Southwest 
these offi- 


Southwest Texas—The 
Texas association has elected 
cers: President, B. G. Lane, 
Aetna Life; vice-president, J. Y. Wil- 
liamson, Southwestern Life; secretary 
and treasurer, E. H. Benedict, 
State. New members of the 
committee are W. C. F. Arnold Fay 
Clubb, E. W. Wade, Mrs. L. W. Chick, 
R. F. Palmer. Holdover members of the 
executive committee are David ©. John- 
son; P. A. Bennet and H. B. Wernette. 


FORM WYOMING ASSOCIATION 


New Organization Launched at Meet- 
ing in Cheyenne—Will Affiliate 
With National Body 


Life underwriters of Wyoming accom- 
plished the organization of the Wy- 
oming Life Underwriters Association at 
a meeting in Cheyenne, with an initial 
membership of 16. Membership is open 
to life underwriters throughout the state, 
and the charter membership rolls will 
be held open for several weeks. 

Officers chosen to serve until the end 
of 1930 include: President, O. H. Stew- 
art, Aetna Life; vice- -president, G. F. 
Jordan, Mutual Life: secretary-treasurer, 
J. M. Schaedel, Equitable Life of New 
York. Directors are W. H. Peake, Kan- 
sas City Life; F. A, Farnsworth, Capitol 
Life; Roy V. Waln, Minnesota Mutual; 
Arthur Lapham, New York Life; E. E. 
Shaw, Mutual Benefit. A committee of 
three was appointed to draft by-laws, 
including G. B. Pritchard. New York 
Life, chairman; E. W. Hays, Mutual 
Benefit, and W. H. Peake. 

Steps will be taken as soon as pos- 
sible to seek affiliation with the National 
association. All present officers have 
their offices in Cheyenne. 

* * * 

Indianapolis—What has been accom- 
plished in Iowa in bringing life insur- 
ance to the interested attention of the 
members of women’s clubs in that state 
through the leadership of Mrs. W. S. 
Pritchard was the subject of an address 
by Mrs. Pritchard before the Indianapviis 
association Tuesday. 

It was announced 
bers had been secured 
apolis association since 
ing, bringing the total 
to 448, with 500 as the 
annual meeting which 
June. 


that 30 new mem- 
for the Indian- 
the last meet- 
membership up 
goal before the 


will be held in 


*x* * * 
Sonoma County—Following several} 
flagrant cases of “twisting,” life under- 
writers of the North Bay counties have 





| Francisco 
+ covich, 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


supervisor | 


Missouri | 
executive | 


just organized a chapter of the San 
association. jaldo A. Ivan- 
secretary, was the principal 





speaker at the preliminary meeting hel 
at Santa Rosa May 10. 

The outcome of the 
formation of the Sonoma 
Underwriters Association with Thomas 
Proctor, Pacific Mutual, president; w, 
P. Miller, Equitable of New York, vice. 
president; George Beine, Metropolitan, 
secretary, all of Santa Rosa, and John 
Caniff, New York Life, Sebastopol, 
treasurer. 


meeting Was the 
County Life 


* tk 

Newark—Clinton Davidson, president 
of the Estate Planning Corporation of 
New York, was the speaker before the 
May meeting of the Newark association 
this week, his subject being, “Writing 
Larger Cases and More of Them He 
is a specialist in estate planning and 
creation of trusts. Several of Newark 
trust company officials were present 

* * * 
Ia.—The Davenport 
ciation held its regular monthly 
ing last Saturday. Twenty-one mem- 
bers were elected to give the association 
a new high total membership of 103 
At the June meeting officers will be 
elected. 

Final 
the annual 
be held May 
will appear 


aSso0- 


neat. 


Davenport, 


arrangements were mad 
one-day Sales Congress to 

26 at which Floyd Gibbons 
as the evening spe2ke 

*x* * * 

Peoria, 111.—A special meeting of the 
Peoria association is being held this 
week at which Mansur B. Oakes of the 
Research & Review Service will speak 
and officers for the coming year elected 
J. Hawley Wilson of the Massachu- 
setts Mutual has been nominated for 
president; C. T. Wardwell for first 
vice-president; Earl H. Bach, second 
vice-president; Charles E Thompson, 
secretary-treasurer. 

*x* * * 

San Franciseo—Alexander Z. High, Jr, 
who has made an outstanding personal 
production record since he entered life 
insurance about three years ago as an 
agent of the Guardian Life of New York, 
was chairman at the meeting of the San 
Francisco ation May 15. Frank 
Bevan, director of illumination sales for 
the Pacific Gas & Electric Company, was 
principal speaker. 


Wanted—Agents 


Attractive Contracts 


Mutual Life Insurance Co. of 
New York 
Oldest Life 
Company 
Doing Business in Chicago 83 Years 
Insurance in force $4,400,000,000 
Assets $1,000,000,000 
Call on, 
R. E. Spaulding, Manager 
1725 No. One La Salle St. Bldg. 
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associ 
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